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Assortments] 


One of these assortments will 
fill the needs of your locality. 





Assortment No. 1 
(7 reels) 

W 175 ft. No. 2/0 TensoSRP* 

125 ft. No. 3/0 Lock Link SRP 
200ft. No.3 TensoSRP 

75 ft. No. 2/0 Machine BRT 

100 ft. No. 80 Sash Chain SRP 
200 ft. No. 0 Brass Safety 
200 ft. No. 16 Double Jack SRP 






Assortment No. 2 
(6 reeis) 

175 ft. No. 2/0 TensoSRP 
125 ft. No. 3/0 Lock Link SRP 
75 ft. No. 2/0 Machine BRT 

75 ft. No. 2/0 Elwel Coil BRT 
tm 250 ft. No. 80 Sash SRP 
m@ 250 ft. No. 100 Sash Coppered 












Assortment No. 3 
(5 reels) 
175 ft. No. 2/0 TensoSRP 
125 ft. No. 3/0 Lock Link SRP 
150 ft. No. 2/0 Passing Link BRT 
75 ft. No. 2/0 Machine BRT 
250 ft. No. 80 Sash Coppered 









EY 
ff We Assoriment No. 4 
! “(Ui 5 | (4 reels) 
iz Ne Rt, 175 ft. No. 2/0 TensoSRP 
fem 150 ft. No. 6 Pump Hot Galv. 
aa 150 ft. No. 2/0 Elwel WellSRP 
f . 100 Sash Coppered 














Assortment No. 5 
x. (4 reels) 
“74 175 ft. No. 2/0 TensoSRP 
125 ft. No. 3/0 Lock Link SRP £3 Gre 
250 ft. No. 1 TensoSRP N pee 
4 350 ft. No. 4 TensoSRP 6k ee 


Most of your customers know that they 
want chain—but they haven’t the least 
idea what size or style. Put one or two 
of these displays where the customers 
can see and handle the chain. Then 
reel off the length they want. 

Several different chains can be dis- 
played as well as sold from this compact 
rack—on a floor space of 174 square feet. 

Your jobber can furnish ACCO Chain 


Racks with any assortment of chains 









Assortment No. 6 

} (4 reels) 

} 4 525 ft. (3 reels) No. 2/0 Tenso 
SRP ~ 

ietaa 250 ft. (1 reel) No. 1 TensoSRP 

wee *SRP is cold galvanized 





















you wish. 


AMERICAN CHAIN COMPANY, Inc. 
| BRIDGEPORT, CONNECTICUT | 


WORLD’S LARGEST MANUFACTURERS OF WELDED AND WELDLESS CHAIN | 


« 





HARDWARE AGE 








1879 


lished every week by the JRON AGE PUBLISHING CO., Division of United Business Publishers, Inc., 239 West 39th Street, New 
Established 1855. Entered as second class matter May 22, 1913, at . 3 
(Printed in U. S. A.) $3.00 per year. Single copies 25c. each, Vol. 


HARDWARE AGE, pub 
fo. 8. A 


York, N. Y the Post Office at New York, under the Act of March 3, 


128, No. 12. 












Ee 


iN Slat i 


PSO aintaancs ove ik 


. 


isa ee 














THESE TOOLS ARE SELLING 












BECAUSE 
4 FOR THE FIRST TIME IN HISTORY 
; THE JOBBER CAN SUPPLY THESE TO THE 


DEALER SO THAT THE CONSUMER 
WILL BE ATTRACTED 





PIPE WRENCHES 


[Black or Nickel Finish] 








NAIL HAMMERS 





SNIPS ADJUSTABLE ANGLE WRENCHES 
[Household or Pocket Size] [Semi-finish] 


IF MADE BY “PEXTO” MAKERS 


ys a> 


ASK YOUR JOBBER 


THE PECK, STOW & WILCOX CO., SOUTHINGTON, CONN. 
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THROUGH 93,000,000 MILES OF SPACE 


only to be stopped by ordinary window glass 


Speeding through space—i86,300 miles per sec- 
ond, the shorter (more valuable) ultra-violet rays 
of sunlight reach the earth in about eight minutes, 
yet a piece of ordinary window glass will stop 
them. Lustraglass, however, transmits a substantial 
amount of these all important rays of sunlight, yet 
costs no more than any good window glass. 
Lustraglass can and should be used for all glaz- 
ing purposes. It is a clearer, flatter, more lustrous 


»- 


window glass, the “whitest” of all glass made for 
windows—an obviously superior product even to 
the eye of the casual observer. Lustraglass, the 
ultra-violet ray window glass, will make a building 
more rentable, salable and... livable. It has no 
“equal.” Write for Booklet A-430. ¢ AMERICAN 
WINDOW GLASS CO,, Fifth Ave., Pittsburgh, Pa. 
Armor-Lite Safety Glass and.Bullet- 


+ 3/16" and 7/32” 
Bulb Edge Glass. 


Also makers of Lustrawhite Picture Glass - 
Proof Glass - Tintaglass - Photographic Dry Plate Glass 
Crystal Sheet Glass - Ground Glass - Chipped Glass - 


-*TUSTRAGLASS , «+ 


the uffra violet ray window J/as e 


IT COSTS 





NO MORE 
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“Do you carry the No. 900 National 
Door Set?” —the question of the hour! 





Shee since its first introduction to the trade this popular door 
set, embracing the “up and overhead” principle, has enjoyed 
a spirited demand. Every installation, every demonstration of its 
simple, positive working features has so impressed contractors 
and builders that they readily specify it for every job requiring 


an up-to-the-minute door. It is easily accessible and so practical 





Special closing feature 





National 


makes hardware to 
serve every building 
purpose—a complete 
line. The items be- 
low are all big sellers: 
Sliding Door Hangers 
Sliding Door Rail 
Garage Hardware 
Door Latches 
Screen Hardware 
Strap and Tee Hinges 
Half Surface Butts 
Mortise Butts 
Ornamental Hinges 
Cupboard Turns 
Sash Locks 
Sash Lifts 











that the entire floor area is usable. The doors 
glide away overhead — safe. 


Natienal 


Your trade will enthuse also over the labor-saving feature of 
all the hardware being mounted in place on the doors, which 
are delivered securely crated in sections. , Installation is sim- 
plicity in the extreme. The 8 x7 foot size is very popular and, 
with several other sizes, is carried in stock. A large variety of 
special sizes can be fur- 
nished on short notice. 


Today is the time to get into 
action and write for full particu- 
lars on this fast-selling door set. 


NATIONAL 
MANUFACTURING 
COMPANY 
STERLING 


I L L | N Ol S Note simple mechanism — all hardware mounted 
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in every home! 


. . . an open display of Bassick floor protection 


There is a need 
for Bassick equipment 

















Stock these 7 standard 
items and you can fill all 
your customers’ needs! 


saceemeietteaes pada 9 caeeeanaastensescneaee ee a 


equipment reminds customers 
of their needs... 


That’s the secret of QUICK TURNOVER and QUICK PROFITS 
selling Bassick Casters and NoMar Rests! 


And It’s the STEADY, ALL-SEASON $ALE of such items as 
these that keeps your cash register fat and healthy. 


Put them to work for you. When displayed they SELL TWICE 
AS FAST BY ACTUAL TEST. 


Women BUY NOMAR RESTS ON SIGHT. NoMars protect 
floors and floor coverings. They are easy to install. They are 
good looking. 


There is a steady demand for Bassick Casters. When you sell 
them you sell complete satisfaction to your customers. 


DISPLAY THE 7 STANDARD ITEMS SHOWN ON THIS 
PAGE. YOUR JOBBER HAS THEM. Write for our dealers’ 
catalog No. 106. 


THE BASSICK CO., Bridgeport, Conn. 


Bassick 


“For 35 years the ‘buy-word’ for fine casters and furniture rests.” 


Branch Offices in 
New York City, N. Y. 
Grand Rapids, Mich. 
Evansville, Ind., Philadelphia, Pa. 

Chicago, Ill. 
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HERE IS A REAL INVESTMENT 


MYERS 
WATER CONVENIENCES 


SOLVE HOME AND FARM TROUBLES 




















Now Indispensable to Every 
Pump Business 


More water—yes sir—the new Myers Double Acting Power 
Working Barrel, designed by Myers engineers, built by Myers pump 
experts, is now ready to solve many of your deep well pumping 
problems. 

Larger volume from small diameter wells. Smaller pumping 
units. Balanced load. Less power to operate. Here are but a few 
of the outstanding features of this double acting power working 
barrel that will enable dealers to increase their pump business in the 
locality they serve. 

Note carefully the illustrations appearing in this advertisement. 
They picture clearly a new type of double acting power working 
barrel involving different mechanical principles that will be quickly 
appreciated by experienced pump men who have been seeking a 
practical, common-sense, double acting power working bar- 
rel for their trade. 


If you sell and install power pumps and water systems 
in territory where deep well pumping equipment is neces- 
sary and you have not as yet received a copy of our Special i 
Bulletin giving complete description, size range and list 
prices of this double acting power working barrel, write or 
wire us for it. Or better still, ask us to havé one of our 
representatives call and explain in detail the many special 
features of the new Myers Double Acting Power Working 
Barrel, method of installation and operation. Act to- 
day, and profit accordingly. 











































— E. MYERS & BRO.co. 
ASHLAND, OHIO. 


Manufacturers for over Ratand GRA of M MYERS HONOR-OI-T purtws for Every Purpose 

WATER SYSTEMS-HAY RAIN UNLOADING TOOLS - BARN | FACTO YY and 
GARAGE DOOR HANGERS: STORE LADDERS, E 

| A ORT 2 ene aaa 
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International Trucks play an important part in the distribution of steel products for the Ryerson Steel Company at Chicago and St. Louis. 


In Times Like These... 


NTERNATIONAL TRUCKS are right in 
step with the strict economy program now in 
force in all branches of commerce and industry. 
Long ago they showed truck users that they 
could take on the toughest hauling jobs and 
effect substantial savings on them. They went 
out and got a reputation for being able to get 
loads through on time, for doing a great amount 
of work, and for operating at the lowest possible 
cost. You'll find Internationals identified today 
with practically every major industrial activity 
and with a great number of hardware companies. 


It is the soundest kind of economy to put your 
hauling up to International Trucks. Cost rec- 
ords and performance records of International 
owners prove it. These trucks pay their way and 
make money for their owners. Take the word of 
truck users who are replacing obsolete equip- 
ment with new Internationals that International 
Trucks are an especially profitable investment in 
times like these. 


Internationals are protected in their daily opera- 
tion by 183 Company-owned branches in the 
United States and Canada, and by International 
dealers everywhere. This after-sale service has 
won thousands of friends for International Trucks. 
If you have a difficult hauling problem ask the 
nearby branch or dealer to recommend a model 
which will save money on your job. Sizes range 
from 3/4-ton to 5-ton. Catalogs sent on request. 





Ask for a Demonstration 


| OF the New 1”%-Ton 
INTERNATIONAL 
Model A-2 


$675 


for the 136-inch wheelbase chassis, 
f.o.b. factory 











INTERNATIONAL HARVESTER COMPANY 


OF AMERICA 


606 So. Michigan Ave. 


INTERNATIONAL TRUCKS 


HARDWARE AGE 





(Incorporated ) 


Chicago, Illinois 
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THE 
HARDWARE 
CONVENTION 
AT CHICAGO 
































PALMER HOUSE 


OCTOBER 
19, 20, 21, 22 





e Every Manufacturer and every Wholesaler 
owes to himself and to the Industry attendance 
at the Hardware Convention at Chicago. e The 
larger the attendance of manufacturers and 
distributors at this convention, the greater the 
benefit to the Industry and its members... 
e Your presence at this important confer- 
ence of the Hardware Industry will well 


repay you for the time and money expended. 


W3Ulerm 


THE NATIONAL HARDWARE 
oe OF THE JU. S. 
505 ARCH ST. 
PHILADELPHIA, PA. 






AMERICAN HARDWA 
MANUFACTURERS ASSOCIATION 
342 MADISON = 

NEW YORK, N. Y. 
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New! 


Stanley 
Socket Chisels 


to sell at popular prices 


The blade and socket of these new 
Stanley Chisels are forged from one 
piece of steel . . nowelded socket. 


N this new line of Socket Chisels, Stanley 
offers you a standard of quality never 
equaled before in popular priced chisels. 


“One Piece”? construction of blade and 
socket, electric furnace tool steel, individual 
testing for correct temper, and thoroughly 
seasoned hickory handles with protecting 
leather washers guarantee uniform high 
quality. All this at a price which cannot help 
but make them fast moving items. 


Three types — 
Firmer, Pocket and Butt 


all with uniformly beveled edges 






































No. 720 No. 740 Y i 
Bevel Edge Firmer Bevel Edge Pocket Bevel Edge Butt a 
6 inch blades 414 in, blades 31% in. blades fy 
Made in 12 sizes from 1 in. Made in 12 sizes from 1 in. Made in 12 sizes from 1 in. — 
to 2 in. blades. to 2 in. blades. to 2 in. blades. ] 


Send for complete information and prices on 
this new development in popular priced tools 


THE STANLEY RULE & LEVEL PLANT 


New Britain, Conn. 


STANLEY 





Each of the above Chisels are packed in 
handy sets of 6 in heavy, waterproof 
canvas kits. Sets consist of one each: 
Y in., % in., % in., 1 in., 114 in. and 
14 in. widths. 


TOOLS 
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VEN a rat will fight for his 

family. Any man who is not 
stirred by an appeal to protect his 
loved ones is lower down than a 
rat. Remember this fact in these 
hectic days of unemployment. 


People are growing more afraid of 
tramps every day. Each unshaven 
stranger who knocks at their doors 
for a ‘‘hand-out”’ adds to their nerv- 
ousness. Women fear them, and often 
with good reason. 


So do what other clever hardware 
merchants are doing. Feature the world- 
famous Corbin locks and bolts, and par- 
ticularly the husky Corbin door fasteners, 
in your windows and on your counters. 


Talk to every man who comes in your 
store about this tramp menace. Point 
out the risk his wife-or mother runs 
each time she has to answer the door- 
bell. You will be astonished at the 
ease with which you can sell man 
after man—for there is nothing closer 
to a real man’s heart than the desire 
to protect his loved ones. 


Then do one thing more—and a big 
one. Pick out an energetic young 
fellow and show him how he can 
make more money for you and for 
himself. 


Send him out mornings to call on 
housewives. Have him demonstrate 
Corbin door fasteners, and offer to 
install these famous fasteners on the 





The sales argument 
“aman 


hat “ 





spot at no extra charge. You will be 
amazed at the sales he makes. Further- 
more, while he is putting on the fas- 
tener he has a marvelous opportunity 
to get acquainted and to talk up 
other items the housewife ought to 
have. You will find these extra orders 
will run all the way from new house 
numbers, hinges and night latches 





to lawn mowers and even refrig- 
erators and washing machines. 


Make no mistake about it, selling 
safety is the surest and easiest way to 
get people’s interest—and the surest 
and easiest way to make two or three 
big sales grow where not even a little 
one was sprouting before. 


P. & F. CORBIN "39" NEW BRITAIN, CONN., U. S. A. 


The American Hardware Corporation, Successor 


NEW YORK 


CHICAGO 


PHILADELPHIA 


Makers of the world’s most complete line of builders’ hardware 


P. & F. Corbin 





© 1931, 
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A STORY WITHOUT WORDS 


3 
















































IF you were movie-minded you might title this picture- 
story “The Life Saver.” The plot centers around that 
good-natured scamp, Peter Paint Brush, who likes to 
paint the town red, white, blue or what-have-you. Result? 
A pretty stiff “hang-over,” as you can see. Then, just 
when you think he’s headed for the scrap-heap, Old Faith- 
ful Savabrush jumps to the rescue and saves the day— 
for the box office! @ Savabrush has been doing this life- 
saving trick so long and so well, it’s become a national 
institution. Live dealers say it’s the fastest seller in stock. 
“Movie” is right! Put up in 1-lb. and ¥-lb. spic-and-span 
cans—also in the 10c pocket edition size (24 to the con- 
tainer.) Q Ask your jobber for prices and ask us for new 
display helps. Schalk Chemical Co.,357 E. Second St., Los 


Angeles. Eastern Branch: 3932 So. Lincoln St., Chicago. 

















Restores old Paint Brushes. 


AVABRUSH] _ 
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For Birthdays 
as Well as 
Holidays 


Don’t forget that every 
4 child has a_ birthday 
once a year. Each year 
over two million chil- 
dren reach the age 
where they appreciate 
good roller skates. 


UNION 


HARDWARE) 
Ball Bearing Extension Roller Skates 











nee a ATOR? oe 


are big sellers for birthday gifts as well as holi- 
day gifts. A large stock is unnecessary—the 
extension feature on these popular roller 
skates makes one skate fit practically all sizes 
of shoes. This feature is greatly appreciated 
by users. 


Union Hardware Ball Bearing Roller Skates 
are made extra strong with finest ball bearings, 
self-contained steel rolls, and trucks that oscil- 
late with the best rubber cushions. Also plain 
bearing extension models—the best of their 
kind for little money. 


Their rugged construction, easy rolling, fine 
finish and reasonable prices make it easy to 
sell them. 





In the Union Hardware line there are roller 
skates for every member of the family—from 
e the smallest children to the largest adults. 


iy And what skates! They are 





For 
Children 





Famous For Quality the World Over 


All jobbers handle Union Hardware Company 
Skates. Write for catalog of complete line for 
men, women, and children. 





(HARDWARE COMPANY . 


Reg. U. S. Pat. Off. 





Torrington, Conn., U. S. A. 


151 Chambers Street 
Incorporated 1864 


No. 5 





New York Office: 
Established 1854 


MAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAA 


For Boys and Girls 
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This New Container 





Will Double Your Sales 
Of Gold and Aluminum Paint 


The highest grade Gold or Aluminum 
Bronze and Bronzing Liquid put up in 
a New Patented Can — ready for 
INSTANT USE. 


Top cut shows how Powder and Liquid 
are separated in the can. To mix. 
simply screw down top cover. This 
releases partition, permitting powder 
to drop into liquid. Shake thorough- 
ly — unscrew top section holding can 


The Newest Imported Invention of Its Kind 





Every can guaranteed to give complete 
satisfaction or money refunded. Re- 
tails. readily at 15 cents a can. Good 
profit. Cans are attractively labeled 
with simple directions. 


Also put up in- larger cans to retail at 


25, 40, 70 cents and $1.20 each. Deal- 


ers discount 40 and 5%. Sample can 
mailed on receipt of 10 cents to cover 
postage. Try it and convince your- 
self, ORDER NOW. Sold direct to 

















upright. Paint is now mixed ready 
for use. 






retailers only. 






Salesmen—If you are calling on estab- 
lished trade and have a following, 
write me. 






Paint is put up in right proportions for 
proper consistency to give best results. 


T. RIESSNER, 428 Lafayette St., New York City 


Established 1870 










DIXON'S 


MAINTENANCE FLOOR 


PAINTS 


all purpose 































































WOOD 
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FACTORY 


all-purpose” in char- 
in reducing stock and 
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Dixon’s Maintenance Floor Paints are * 
acter—will effectually assist the dealer i 
cutting investment in shelf goods. 





Made in 8 Colors——Dry in 6 to 8 hours 


Write for Special Deal No. 40 BF 
and Color Cards 


Paint Sales Division 


JOSEPH DIXON 
CRUCIBLE COMPANY 


Jersey City DDS New Jersey 


Established 1827 


14 HARDWARE AGE 









Here It 1s! 


The Greatest Sales and 
Profit Booster Ever 
Devised for Paint Brushes 


WOOSTER 
SAMPLER 


Sample the juiciest brush profits you’ ve ever known. 
Send for the Wooster Sampler. 26 nationally ad- 
vertised Wooster Foss-Set Brushes . . . a complete 
hand-picked line of fast sellers on a beautiful 
swinging metal display panel. Attaches to the 
vertical shelving right in your paint display. It’s a 
knock-out! Asks every customer to buy . . . speeds 
up sales . . . installs automatic stock control... 
cuts brush investment to the bone. Try the Wooster 
Sampler—that’s all we ask. We'll make it easy by 
sending the panel, the brushes and advertising 
material direct to you complete on approval. 








- Here’s what you, get for $12.75 














1/2 Dozen Each 

¢ / No.55-3%” Extra Shasta ! 
3 agente : Extra Shasta SEND NOW! 

No. 33-2 Extra Shasta . 
® | No. 2-14” Shasta There’s No Risk 
é No. A ShastaJunior 
§ |) Noaue Poo We send the com- 
3 io Fone plete deal on ap- 
E No.1%” Fong proval. If you’re 
- | No. 2” Folly dicsestittiad 3 
4 No.1” Folly issatished in any 
§ | No.1? Foll way, send it back 
> No. 2” Cuckoo ie 

No.1%” Cuckoo within ten days for 
a No. 1", Cuckoo full credit, at our 
3 { No1%” Fox expense. 

No. 48-4” MasterPaint- 
4 ( noses” loca 

a ‘ er 

i . Salater’ Special Advertising sent 
gl a Free—The deal includ 
# /No.3%" Joe ree—The deal includes 
E ao Sie a a“Ted” cut-out, window 
B | No.4” Premium display cards, folders, 
~ \ No.3%” Premium A : 
= \ No.3” Premium paint can stickers, etc. 


Total Complete—26 Brushes only £12.75 


A real bargain! No more th 
unadvertised brushes alone, wi 


an > pay for unknown, 


out the display panel, 


selling helps and nationally advertised Wooster name. 


SEPTEMBER 17, 


1931 


v 








TRY IT! That's all we ash. 


r= We made this Sampler Deal extra special to 
get thousands of Paint and Hardware Retailers to 
realize extra profits with the Wooster line. Here’s your 
chance—don’t pass it up. Send the coupon —and 
re-order from your Wooster jobber —as you sell, 


Mail this coupon 





THE WOOSTER BRUSH CO., Wooster, Ohio h-9-17-31 


Send the complete Wooster Sampler Deal at $12.75. It is 
understood we may return it within ten days at your expense, 
for full credit, in case we are not pleased. 


Store Name. 


Address 








City 








Jobber’s Name 
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MARK 


SPXCELSIOR< 





No Paint, Var- 
nish or Wall 
Brushes at any- 
where near the 
price give better 
satisfaction than 
“The Excelsior 
Line”. 


Ask your Jobber 
for prices. 





Made by 


Edward E. Robinson 
347 West Broadway, 
New York, N. Y. 

















A mere 
pinhole 

in a roof 
can do 
hundreds 
of dollars 
worth 

of damage. 





A few cents 
worth of 
Pecora 

W eathertite 
Roof Coating 
will stop 
pinholes 

or cover many 
square yards. 


Nice profit 
for you. 


Write for 
generous 
offer. 


Pecora Paint Co. 


4th St. and Glenwood Ave., Philadelphia, Pa. 
Established 1862, by Smith Bowen 





























CAULK-O-SEAL|f 
(Reg. U. S. Pat. Off.) 
CAULKING 
COMPOUND | 
Have you ever con- 
sidered all the doors 
and windows that re- 
quire caulking? Many 
millions of them! 
What a market for-a 
real Plastic Caulking ‘ 
Compound! — 
vs i 7] The New Handy 
S Tube and various 
=, sized cans are 
>= me Ee ee Ow Es 
1%, BUILDERS. 
eer Write today for De- 
- tails of SPECIAL 
OFFER. 
& VARNISH CO. 
Technical Paints 
2622 No. Martha St., Philadelphia, Pa. 
16 


Get “RICH” Quick 
for Ladders 


RICH 


Safe Spruce 








oe 


Investigate these better built ladders 
and our interesting proposition. 


The RICH PUMP & LADDER CO., Cincinnati O. . 
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WHAT IS IT? 


. . « Secret Service? Short Stop? Seventh Savage? So Sorry? Sweet Sixteen? 
Soft Soap? Silver Steed? Say So? 

No, S-S stands for none of these. 

S-S stands for the Boston Varnish Company’s great, epoch-making, new 
development in Kyanize advertising — probably the most outstanding advance in 
the merchandising of superior paints, varnishes and enamels that has been made. 

This amazing Kyanize S-S feature makes Kyanize products, more than ever, 
ta the finishes that dealers have been looking for. . . finishes that have all the famous 

eth Kyanize beauty and durability, plus this record-breaking Kyanize S-S feature — 

at no advance in price. Here’s a line that’s sure to establish quickly a large and 
steady demand for itself! A line, therefore, with which every dealer will want 
his shelves plentifully stocked. 

Watch for Boston Varnish Company’s Kyanize S-S announcement! It will 
appear in this magazine soon .. . telling what S-S means and what it will do! 

Meanwhile, send in the coupon below for information concerning special 
new Kyanize propositions that mean worth-while profits for you. 

* 
BOSTON VARNISH COMPANY, 1 Evererr Station, Boston, Mass. 
Gentlemen: Please send me information concerning the Kyanize Agency. 


Address 


Bon Ra: 





Name 


City 


State 


BOSTON VARNISH COMPANY, 1 Everett Station, Boston, Mass. 
Chicago Warehouse and Office, 1524 S. Western Avenue 


Kyanize 


VARNISHES ¢ PAINTS ¢ ENAMELS 
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A Spectacular 


Opportunity Enamels and Colored Varnish 
for PROFIT 


The first enamel seller—20 rainbow colors! Also 35c 
economy jar. The sizes your customers demand and you have 
been unable to furnish. 


Finest quality “time-saving” enamel yet developed. 


Absolutely FREE—beautiful 4-ft. lacquered metal revolving 
floor display that occupies only 16 square inches. 


Also FREE—gorgeous assortment of Sheffield Water-Applied 
Transfers—all i0c sellers—an extra $5.00 clear profit! 


Only Sheffield can give dealers this stupendous complete value 
that retails for $44.00—and costs only $26 net. Dealers and 
Jobbers—be first in_your district to give your customers these 
new sizes—Wire or Write AT ONCE. 


Slightly higher west of the Mississippi and south of Tennessee 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. 
5817 Kinsman Road, Sheffield Bidg., Cleveland, Ohio 
Canadian Factory: 426 Queen St., E., Toronte 
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No Piece of Vimlite Has Ever Failed 
Co ME CNAME Gelislo)(-bi-Melobitticlaitely 





Sell Them This New Use 
GREENHOUSES!! 



















Covered with V t M L : TE 


The Better, Flexible Health Glass 
For Less Than $100. Complete 


Here’s a big new market for Vimlite 
= —the superior, flexible health glass. 
= And, the New York Wire Cloth 
Company is out to develop it to the 
highest degree—offering FREE, 
working blueprints from which the 
standard greenhouse can be built. 


Run this over in your mind. On the 17 x 12)4-foot house we recom- 
mend to growers, farmers, nurserymen, there will be 525 square 
feet of Vimlite used. And these profitable Fall sales are all going 
to our wide-awake dealers. 


Already, the use of Vimlite over Hot-beds and Cold-frames, has developed in- 
creased business for dealers. The Greenhouse Plan should do much more. So many 
persons want one—have always thought them too expensive. 


This house complete (Vimlite, lumber, door, stove, nails, etc., etc.) costs less than 
$100.00! And it opens one more market for the sale of tools! 


Vimlite Advantages 


Vimlite won’t break. It is hail-proof, frost-proof, weather-proof, rust-proof. It is 
light in weight; easy to put up—but so strong that a square yard will hold a 
man’s weight. Keeps Greenhouses, Hot-beds, Cold-frames 10 degrees warmer; 
passes ultra-violet rays, makes young plants sturdier. It is the only glass substi- 
tute recommended for use in all posi- 
tions the year ’round. 


Many Other Uses 


Your field of sales among customers is 
almost unlimited with Vimlite. Every- 
one knows its health-building and eco- 
nomical properties for use on poyltry 
houses. Develops more eggs, stronger 
meat birds and pullets. 

Ideal on windows of hog-houses, rabbit hutches, kennels, barns, dairy sheds. Use- 
ful as a porch enclosure for invalids or children. Has large field in camps, factories, 
out-buildings. Can be colored with lacquer and used for theatrical scenery. 
Here’s a 4-color enameled steel 
display rack—free to you. Holds 
any size carton or roll. Vimlite 
pulls out easily; can cut in 
required length with shears. Also 
has pockets for folders and 
samples. Vimlite is distributed 
exclusively through legitimate 
hardware jobbers to independ- 
ent retail stores. Sold in 28 and 
36-inch rolls — 50 and 100 feet 
long. Packed in substantial cor- 
rugated cardboard container 
which keeps stock clean. 













































THIS SELF-DISPENSING DISPLAY 
FREE — TO VIMLITE DEALERS! 


New York Wire Cloth Company, 342 Madison Avenue, New York 
No Piece of Vimlite Has Ever Failed 
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@ New York Wire Cloth Company, 342 Madison Ave., New York City, N.Y. Es 

| 0 Send me FREE Sample and complete Vimlite data. Also blueprint of g 
new Vimlite Greenhouse. 

a O I now stock Vimlite. Send me folders, samples, etc. for distribution. & 
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WHAT 
DO YOU 
SEE IN 
THE 
TENT? 











map S\N Fs 0) = Che 
Tie crowds go to the <i nema 


cus to se—SHOWMANSHIP! 

You may have to force a boy 
to go to school or to church— 
but he WANTS to see the big 
show. 

And there is a big lesson in 
selling. 

How much business do you 
suppose the circus would do 
if it was operated like a lot of 
hardware stores? 

The Band wouldn’t play, the 
clowns wouldn’t clown, the 
animals wouldn’t be fed—be- 
cause business was bad. And 
how long do you suppose the 
show would go on? 

Use some showmanship in 
selling RIGHT NOW! 

Start on this HOME WORK- 
SHOP Field TODAY! 

Get some of the “paper” 
and “ballyhoo” from Atkins 


Advertising Department. Put 
in a good window. Get people 
to talking. Plan your show 
not in the tent but in the store. 

And the first thing you know 
—you will find good customers 
wantirig work shops or at least 
the things work shops can help 
them make. 

And when you get them to 
want—they buy! 

But whatever you do with 
your big show—do not forget 
that they all want the value of 
quality in service. 

Don’t play your show to 
“eut” prices! 

(Signed ) 


LS 





THE GREAT QUESTION 


Cocca the sale is probably the most important step in selling, especially 
if your customer is to be completely satisfied. Next week Sam Sayles starts a 
series, No. 33—40, on this subject in simple easy to apply language. 
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Send us your name and address if you want the whole series. 



































Priced 


High Quality 
Saws 


Biovcar out recently to 


meet an entirely different demand. 

‘Many hardware dealers find it 
profitable to show these $1.00 and 
$1.50 saws. 





No. 101 sells for $1.00—Special 
grade steel, evenly tempered, flat 
ground, skew back, polished and 
etched. New style handle, air dried 
beech lacquered, weather resisting, 
plenty of hand room. Two nickel 
screws and medalion. Length 26 
inch, 8 points only. 





No. 150—-sells, for $1.50—Special 
quality steel, heat treated (patented 
process). Blade taper ground, 
polished to high finish, skew back. 
New style handle, air dried beech, 
fine laequered gloss finish, weather 
resisting. Two nickel screws and 
medalion. Length 26 inch, 8 points 
only. 


It will pay you to stock a few, 
many dealers have made repeated 
sales to carpenters, farmers, house- 
holders, home craftsmen, and boy 
mechanics. 


A saw for any man’s 
pocketbook. Order from 
your jobber today. 
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Chieagoe Convention Is Hardware’s Opportunity 


be a competition based on business ethics. 

The unbridled use of cut throat competitive 
methods might easily prove the ruination of trade. 
We have seen some of the results of ruthless com- 
petition in the period we have been passing through 
during the last few years. 

The competitive era had its origin in this country 
at the clase of the Revolution. American business 
has known no other system. It developed our re- 
sources and through the initiative of American busi- 
ness men, gave this country its dominant place in 
world affairs. 

Now, however, that same factor—competition— 
is showing that it can also be a deterrent to progress; 
that its power, used for.so many years to build up 
business, can also be used to tear it down. Many 
of the things to which our latest period of depres- 
sion may be attributed are direct results of unwise 
or unethical competitive methods. Over production, 
heavy overhead costs, cut throat distributive meth- 
ods and lack of business profits are a few items 
listed in this category. What was intended as a 
medium to preserve individual initiative has been 
used by some as a weapon against it. 

There are several reasons for this. In the early 
days of this country competition was mild. Popula- 
tion was increasing faster than production. The 
mercantile system was in the hands of men who 
were directly influenced by the ancient “Traders’ 
Guilds” of Europe—groups of merchants whose 
business methods were guided by a stringent Code 
of Ethics. Gradually, however, competition grew. 


(Ub « compe is the life of trade, but it must 


Production increased and sought wider markets. 
Mass methods of distribution came into being. 
Last, but not least, men to whom ethics meant little, 
elbowed their way into business and greed began its 
efforts to crowd the Golden Rule off the business 
‘map. Then came retribution and a problem for 
business to solve. 





With that as a background, it is easy to under- 
stand the interest manifested by the hardware in- 
dustry generally in the coming Chicago convention; 
a joint convention of the hardware manufacturers 
and hardware wholesalers to study distribution in 
its broadest phases; a series of meetings in which 
prominent hardware retailers will also participate. 

The gist of the matter is aptly summed up by the 
president of the American Hardware Manufac- 
turers’ Association, Joseph E. Stone, in his open let- 
ter to the industry. He writes: “Perhaps the most 
important work of the trade organizations of the 
hardware industry is the building up of a friendly 
cooperative spirit among men in the same line of 
business, banishing trade jealousies which have no 
basis other than vague suspicion and idle gossip, 
transforming distrustful competitors into warm 
friends and promoting better business ethics.” 

It is doubtful if the hardware industry has ever 
faced a more opportune time for the building up of 
a friendly cooperative spirit among its various fac- 
tors, or for the promotion of better business ethics. 
Competition within the industry itself has been re- 
sponsible for a heavy toll on hardware profits. This 
and other grave problems are ripe for discussion 
and action at this time. Incidentally this meeting 
of the factors in hardware manufacture and dis- 
tribution affords the opportunity for a united effort 
to start the ball rolling toward a new era of busi- 
ness prosperity. 

The more completely the producers and distribu- 
tors of hardware can be assembled at Chicago, the 
greater the benefit to the industry and the indi- 
viduals who comprise it. Seemingly under present 
conditions, time and money can be expended to no 
better purpose. 

A competition of attendance will at least show 
greater profits than some of the competition of the 
past few years. 





CHANGES... 
and more changes . .. COMING 











F fate is passing out LEMONS this year 
. . why not make LEMONADE? 


There is no use resisting “change.” Every 
change brings certain OPPORTUNITIES 
with it. Why not GRASP these OPPOR- 
TUNITIES? 


Changes are coming faster every day now 
. - « CHANGES IN MERCHANDISE 
brought out by Manufacturers . . . NEW 
MERCHANDISE . . . NEW PRICES 

. . to meet the DEMANDS of the 
PUBLIC. 


The Public has never been more PRICE- 
CONSCIOUS than today . . 
more ALERT for VALUES. 


- hever 


The Public has never “shopped” more 
than now . . . with the result that mer- 
chants who are following the TREND are 
being BENEFITED. . 


who do not recognize the change are suf- 


. and merchants 


fering. 


It is true that the demand for many lines 
ordinarily carried in the hardware store is 
curtailed . . . but on the other hand, 
items never before offered are enjoying a 


satisfactory business. 


It is actually true that factories are work- 


ing full time . . . some overtime... 


producing NEW MERCHANDISE. 


As BUYERS FOR OUR CUSTOMERS 
. . . (and being WHOLESALERS EX- 
CLUSIVELY, we have no other function) 
. . - Our chief aim is to provide our cus- 
tomers with the NEWEST in merchandise 

. . the goods that ARE SELLING... . 
and see that they get the LOWEST 
PRICES . . . especially on merchandise 
intended to ATTRACT ATTENTION 
arid STIMULATE TRADE in 1931. 


That is our RESPONSIBILITY to our 
customers . . . and we are discharging it 


to the limit of our ability. 





Co-operate with the Wholesaler Who Co-operates with You 
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HIBBARD, SPENCER. BARTLETT & (0. 


211 EAST 


WATER ST. 


SHI SCoAS OS 
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OLVES, like gangsters, go in 

packs. Like them, too, they 

are not individually courageous. 
So it is with the pack of circling busi- 
ness killers that infest the world today. 
The pack of alleged reasons for business 
recession is under the leadership of that 
effective old roughneck Fear. Close 
upon his trail comes Unemployment— 
then the hundred and one other evils 
that take courage from and follow in 
the tracks of their leaders. 

Get those leaders and the pack will 
slink away. Let employers call together 
their present helpers and, by reassur- 
ing them that their jobs are safe, re- 
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Get the Leaders of the Pack! 


establish confidence and cooperation. 
We believe employees will, if such re- 
assurance is given, rally to the need and 
give one hundred per cent cooperation 
to their employers. Within a few days 
they will feel safe enough to make some 
of the purchases they have been post- 
poning. 

This, of course, will not take the 
place of energetic management. It will 
not render needless the production and 
distribution of useful new products, 
nor make wasteful methods profitable, 
but it will be about the firmest step 
forward that has been taken in a long, 
long time. J. A. WARREN 
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Here is an opportu- 
nity you may have 
overlooked in your 
paint department . . . 


HROUGH handling un- 
f hpewete furniture in con- 

junction with their paint 
departments, several enterprising 
hardware stores are now making 
two profits where but one was 
made before. Selling the furni- 
ture itself provides one profit, 
while the second is derived {rom 
the sale of the required paint and 
other essential supplies. Con- 
trary to most vogues, which are 
relatively short lived, leading 
distributors of the line declare 
that the consumer craze for un- 
painted furniture has shown no 
signs of waning. On the other 
hand, in cases where the line has 
been intelligently and aggres- 
sively merchandised, the demand 
has shown gradual expansion. 
Its appeal is largely ascribed to 
the opportunity it affords for ex- 
pressing individuality and crea- 
tive ability in carrying out dec- 
orative schemes. 

Instead of emphasizing the 
economies of unpainted furni- 
ture, the most satisfactory method 
has been to stress the opportunity 
to express individuality in dec- 
oration. Women, who are the 
principal buyers of unpainted 
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furniture are usually 

quick to appreciate the 
opportunity to add a per- 
sonal note to the decoration of 
useful objects which .will add a 
brighter and cheerier look to 
each nook and corner of their 
homes. 

Through appealing to the ar- 
tistic sense of the prospect rather 
than to the economical, the mat- 
ter of price is of less conse- 
quence. The average mark-up on 
the line ranges from 50 to 60 
per cent, although a larger mark 
is not uncommon on the more ex- 
clusive and unusual designs. In 
recent months prices on un- 
painted furniture have followed 
the trend of the times and reduc- 
tions varying from 10 to as much 
as 70 per cent have-become effec- 
tive. Present prices are there- 
fore in keeping with the low 
prices prevailing on finished fur- 
niture. Indeed it is said that 
prices on unpainted furniture 
are now lower than they have 
ever been. 

As the cool months approach 
and the family will find it more 
comfortable to remain indoors, 
the interest of housewives will 


center upon 
ways and means for 

making the home 

more attractive. This, 
together with the reduced 
prices now prevailing for un- 
painted furniture makes the 
present time especially opportune 
for hardware merchants who have 
not added unpainted furniture to 
their paint departments to take 
this desirable step. More than 
three hundred different designs 
of unpainted furniture are on the 
market, enabling the dealer to 
offer suitable pieces for most 
every purpose. For less than 
four hundred dollars a widely 
varied opening stock of the best 
selling designs can be purchased 
and opening stocks involving a 
much smaller investment have 
proved very satisfactory in 
smaller stores. 
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Stores that have been unusual- 
ly successful in selling the line, 
almost without exception, have 
placed someone in charge of the 
unpainted furniture department 
who has a leaning toward in- 
terior decoration or who has an 
artistic taste; can suggest ap- 
propriate color schemes and dis- 
cuss finishing methods in an au- 
thoritative manner. In most stores 
a saleslady who naturally has 
acquired this ability or who can 
cultivate it, is already on the 
sales staff. Most manufacturers 
of products adapted to use on 
unpainted furniture are willing 
to send capable demonstrators to 
stores for the purpose of con- 
ducting decorating classes. Such 
events have been found very 
effective in introducing a line of 
unpainted furniture to the store’s 
customers and are also an aid in 
maintaining interest. 


Help Customers Visualize 


As it is exceedingly difficult 
for most persons to visualize an 
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unpainted piece of furniture in 
its completed form, finished in 
any color scheme that has been 
suggested, it is best to have ex- 
amples of the finished article on 
display. It is impractical, of 
course, to have the same article 
finished in innumerable color 
schemes, but several different ar- 
ticles can be finished in varying 
color combinations. One dealer 
also solved this problem easily 
and inexpensively by securing 
several sets of doll furniture. 
Each set consisted of a table and 
four chairs. These were painted 
in several different and attractive 
color schemes, enabling the pros- 
pect'to obtain a good idea of how 
the same combination of colors 
would look when used on the par- 
ticular article they have in mind. 
The proper procedure must be 
followed if the buyer of an un- 
painted piece of furniture is to 
secure the best results. Light 
sandpapering with 000 sand- 
paper is advisable as the first 
step. In finishing soft woods the 
use of a liquid filler is then ad- 
visable, while this process is un- 
necessary in finishing close-grain 
hard woods, such as northern 
maple, beech and white or yellow 
birch. The soft-grain woods, 
sometimes used in making un- 
painted furniture include: Bass- 
wood, spruce, gum, white pine, 
southern maple, poplar, red- 
wood, western yellow pine, white 
fir, Douglas fir and sugar pine. 
All of the latter named should be 
treated with liquid filler. 

Several different materials are 
suitable for decorating unpainted 
furniture and the procedure rec- 
ommended by experts differs 
considerably in the application 
of each type. One of the well- 
known distributors of unpainted 
furniture, Frank & Son, Inc., New 


York, N. Y., has issued the fol- 


lowing directions, which are 
quoted by permission: 


Paint and Enamel 


“Paint is stroked on back and 
forth with the brush first with the 
grain of the wood, then across 
the grain. Enamel is flowed on, 
that is, it is applied with a full 
brush. It may be gone over, but 
should not be brushed as paint 
is. Usually a flat paint is used as 
undercoats for a painted finish, 
but either flat paint or flat enamel 
can be used for the undercoats 
for an enamel finish. The under- 
coats are never of glossy finish. 
Two or three coats in addition 
to the priming are often advis- 
able for new work on soft wood. 
Two coats are usually sufficient 
when finishing close-grain hard 
wood. A coat of flat varnish 
may be used over a flat paint 
finish to gain added durability. 


Lacquer 


“Lacquer may be used over a 
finish that is dry, very hard, and 
in good condition. Lacquer is 
flowed on with a full brush, 
smoothing itself out. In case it 
fails to do so, it may be gone 
over very quickly with a brush 
which has been dipped in a little 
lacquer thinner. It is always 
best, however, to avoid going over 
the surface. If the lacquer fails 
to go on smoothly, it may be that 
it requires thinning. Only a lac- 
quer thinner is used for this pur- 
pose. As lacquers are applied 
heavily and appear opaque, two 
coats will generally make a good 
finish. Sometimes one coat is 
sufficient. Lacquers are quick 
drying. The second coat may be 
applied two or three hours after 
the application of the first. Any 
enamel brush may be used for 
lacquer work, but many people 
consider a brush of soft hair the 
most satisfactory. In using this 
material the importance of care- 

(Continued on page 60) 


25 





The 
Adenoid 
Press 


Sd 


By SAUNDERS NORVELL 


Sd 


HE tabloids always inter- 
Sie me. Their headlines 
are vital and compelling. 
They know their readers, and 
they give them what they want. 
I have always wanted to write an 
article in the style of the adenoid 
press. 
i 
A man wearing nothing but a 
diaper licks the British Empire. 


* * * 


Battleships and armament in 
the discard! What we need are 


diapers! 
ge 


Ghandi sets out for England 
with two goats and a secretary. 
He will live on goats’ milk, fruit 
and nuts. 

What we need therefore to 
succeed are goats, nuts, fruit 
and secretaries. 


* * X 


Ghandi will attend the “Round 
Table Conference” in London. 
The table is round because there 
is no head or tail to it. 


* * xX 


O. P. M. (other people’s 
money)! Governor Roosevelt of 
New York will relieve unemploy- 
ment by increasing the New York 
State income tax 50 per cent. 

How about the man with an 
income who is already taking 
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care of a large circle of unem- 
ployed relatives? 


* * * 


I suggest an amendment to the 
income tax law. Where an in- 
dividual spends his own money 
in building, painting, improving 
his place, or in hiring gardeners 
or giving work generally to 
others, these amounts should be 
deducted from the individual's 
income tax. This plan would 
help unemployment and would 
lead to a lot of work and im- 
provements. All human beings 
are selfish. The best we can ex- 
pect at this period of the human 
race, is enlightened selfishness. 


* *K 


According to the present in- 
come tax law, if a storm blows 
down your pier and you replace 
this pier, you can charge the cost 
off on your income tax. But if 
you build a new pier you can- 
not make any such deduction. 

My pier has been washed away 
three times by storms. Each 
time I have deducted the cost of 
the new pier from my income 
tax. The tax inspector wants to 
know if this is a habit. 


x * * 


A New York capitalist owns a 
thousand acre estate in New Jer- 
sey. There were seventy em- 
ployees on this estate. He visited 
the place two or three times a 
year. A month or two ago, the 
cook and the manager could not 
agree. They fought as to whether 
they should have sweetbreads or 
tenderloin steak for dinner. All 
the employees took sides. The 
matter was put up to the financier 
in his New York office. He 


listened to two committees. 


One day the following week 
the financier appeared at the 
estate. He sold all the horses 
and cattle. He drove away the 
cars. He locked up the place, 
discharged 65 employees and re- 
tained only five, as caretakers. 


‘The cook and the manager can 


now think over at their leisure 
the respective merits of sweet- 
breads or tenderloin steak for 
dinner. 

This is a true story. As Rip- 
ley says: “Names and facts wili 
be furnished upon request.” 


* * * 


Another financier was closed 
out by his bank. He sold his 
home and everything else he had 
to sell, and paid all his debts. 
Now he-is living ina little shack 
near a small town on the ocean 
in Florida. He writes me he was 
never happier in his life. His 
health has improved. He has 
gained in weight. He says a diet 
of fish just suits him. He takes 
all the magazines and papers and 
has plenty of time to read. He: 
is no longer worrying about ex- 
pense accounts, balance sheets 
and investments. For the first 
time in his-life, he writes, he has 


time to think. 


* * * 


Probably the why and where- 
fore of our present depression is 
an all-wise intention to lead us 
to think less of material things 
and more of spiritual things. 
Possibly the cities will have to 
send back their surplus popula- 
tion to the land—the mauntains, 
the valleys, and the seashore. 


* * 


Possibly, after all, just wear- 
ing a diaper is the secret not only 
of power, but of happiness. 
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HERE is a decidedly fa- 
{ke opportunity for the 
sale of automobile paints 
and enamels at this time. Apart 
from the economy angle there 
are many cars that have stood in 
the weather during the summer 
months, and many that have been 
neglected. By assisting the’ cus- 
tomer with suggestions as to 
methods, color combinations, 
etc., much can be done to create 
a desire for pepping up the old 
bus.. The one, two, three system 
is effective here: (1) window 
dislay, (2) store display, (3) 
newspaper space or direct mail 
advertising. A suggested ad is 
shown in the accompanying illus- 
tration. : - 
Window displays, in whigh 
are shown several of ‘the body 
panels or parts of old cars, such 
as can be easily procured where 
cars have been “junked,” will en- 
able the dealer to show the “be- 
fore and after” effect in a vivid 
manner. Several different body 
parts, including fenders, hoods 
and doors are suitable for this 
purpose and each example may 
be shown in a different color 
treatment. Ensemble outfits, 
consisting of all the necessary 
supplies for refinishing any of 
the small popular priced cars, 
may be offered at a special price. 
Such combination outfits may be 
assembled for several of the most 
popular cars in the store’s local- 
ity. It will be found that sales 
resistance will be at a lower ebb 
when the prospect realizes exact- 
ly how inexpensive it will be for 
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strated the process. 


him to “dress up” his particular 
make of car. 

With a view of showing pros- 
pects how easy it is to refinish 
their cars, thereby creating a 
better demand for the needed 
materials, the hardware firm of 
Schaffer, Candor & Hopkins, 
Lock Haven, Pa., has demon- 
The event 
was advertised ‘in a suitable man- 






Times are Good for Selling: 
Auto Finishes 


ner and attracted a large num- 
ber of persons who were really 
interested in seeing how it is 
done. Through arrangements 
with the manufacturer of the line 
of auto enamels carried by this 
store, the services of a capable 
young lady were secured and 
she quickly and skillfully 
painted the car while it stood in 
(Continued on page 58) 











PAINT Will Protect Your Car 
During the Winter Months . . . 


It’s real economy to give your car a coat of paint when you 
can obtain such a high grade at this low price. We carry a 


full line of auto accessories at prices that are right. 


are listed a few. 


Below 


(List Auto Accessories 
in this space) 


HOUSEWARES AND 
HARDWARE STORE 















LEGAL POINTS FOR THE RETAIL MERCHANT, by Leslie Childs 





Do you realize 
your liability in 
your every-day 
operations as a 
retail mer- 
chant? This 
series will help 
you. 


HETHER the merchant 
owns the premises upon 
which he does business, 


or is merely the lessee thereof, 
the law imposes the duty upon 
him of seeing that they are kept 


safe for passers-by. And this 
duty applies in the management 
of premises, whether acts creat- 
ing a dangerous condition are 
performed by the merchant him- 
seelf or under his order. 

Of course, where a third party 
is employed as an independent 
contractor to perform certain 
services upon premises he may, 
also be held liable for his negli- 
gence. But this, of itself, may 
not relieve the merchant from 
joint liability with him for in- 
jury suffered by passers-by 
through the negligence of such 
third party. For illustration— 
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Keep Premises Safe 
for Passers-By 


Merchant Orders Coal to Be 
Delivered in Basement 

In one case of this kind, a 
merchant leased a business loca- 
tion which included the base- 
ment. The merchant had entire 
control of the premises, and or- 
dered a quantity of coal from a 
coal company to be delivered in 
the basement of the premises. 
There was a coal hole in the side- 
walk in front of the premises 
through which the coal was to be 


shoveled into the basement. All 
right. 

After ordering the coal the 
merchant gave no more thought 
to the matter, and in due time 
the coal company sent its truck 
with several tons of coal thereon. 
The driver of this truck was ac- 
quainted with the premises, hav- 
ing made deliveries there before, 
and went into the basement, from 
which point he opened the coal 
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hole on the sidewalk but failed 
_ to protect it from passers-by. 

Soon thereafter the plaintiff 
who was walking by the premises 
fell into the open coal hole and 
suffered severe injuries. The in- 
stant action for damages there- 
after followed against both the 
coal company and the merchant. 
In defense to this action, the mer- 
chant took the position that he 
could not be held liable because 
neither he nor any of his em- 
ployees had anything to do with 
the delivery of the coal. 

The merchant contended that 
after he had ordered the coal the 
sole duty of delivery rested with 
the coal company, and that since 
the injury resulted from the fail- 
ure of the latter’s driver to pro- 
tect the open coal hole from 
passers-by it alone should be held 
liable. The trial court, however, 
rendered judgment against both 
the coal company and the mer- 
chant. On appeal the higher 
court, in reasoning on the liabil- 
ity of the merchant, and in affirm- 
ing the judgment, said: 


Both Coal Company and Mer- 
chant Held Liable 


“The (merchant) occupied 
the entire basement and was a 
lessee of the building. The coal 
was being delivered by means of 
its coal hole and the sidewalk 
was used for that purpose. It 
was his duty in these circum- 
stances to see that the opening 


matters. 


was properly guarded and pro- 
tected so that persons passing on 
the sidewalk would not be in- 
jured. * * * 

“Tt could have been found that 
the (merchant) knew or ought to 
have known that the covers were 
up and the hole open, and that 
no precautions were taken from 
preventing travelers from falling 
into it. * * * The opening with 
its covers, and the appliance, 
were the property of the (mer- 
chant) and within his control. 
He knew the doors would have 
to be opened in order to have the 
coal delivered. * * * 

“The judge could have found 
that the (merchant) was negli- 
gent. * * * The right of the coal 
























LESLIE CHILDS 


Presentine to the readers of Hardware Age a new series of articles by 
Leslie Childs, Attorney and Counselor at Law, and writer of note on legal 
Your liability as a merchant is discussed in a clear, concise and 





company to open the doors of the 
coal hole was one of the issues 
involved. The evidence tended 
to show the course of business 
pursued; that the en:ployees of 
the coal company in opening the 
doors were acting in accordance 
with the instructions of the (mer- 
chant) and with his consent. We 
find no error in the conduct of the 
trial.” 

So that ended the case with 
both the coal company and the 
merchant being held liable, and 
as an example of circumstances 
under which a merchant may be 
held liable in cases of this kind 
the foregoing is hard to beat. 
Here, as we have seen, the mer- 
chant was held liable on the 
grounds of negligence in his fail- 
ure to see to it that the employees 
of the coal company protected 
the hole while delivering the coal 
so that passers-by might not fall 
therein. 

In view of this holding it is 
then obvious that a merchant in 
possession of premises, whether 
as owner or lessee, should exer- 
cise some care when contracting 
for services to be performed 
thereon that may result in in- 
jury to the passing public, to the 
end that proper precautions may 
be taken by the party rendering 
the services. Otherwise, as we 
have seen, the merchant inay find 
himself saddled with unexpected 
liability on the ground of negli- 
gence. 








understandable way. Follow these articles in. this issue and in the third 


issue of each month thereafter. 


They may save you much time and 


money through the avoidance of the many pitfalls that are the cause of 


“*headaches”’ to many retail merchants. 
liability for you. Be prepared. 
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Tomorrow may hold a heavy 









How Glasser 


Tripled His Paint Sales 


Pelham, N. Y., 
hardware dealer 


makes depart- 
ment “‘main-stay’”” 
business 
after years of in- 
different success. 
Here are his meth- 
ods clearly de- 
scribed. 


GLASSER, 

H proprietor 
® of the Pel- 

ham Paint & Hard- 
ware Co., 311] Fifth 
Avenue, Pelham, 
N. Y., gets his 
share of the paint 
business in that 
suburban community. Paint has 
become such an important and 
profitable line for this store that 
during the present slump it has 
been the establishment’s “main- 
stay.” Although Mr. Glasser has 


conducted a hardware store in 


of his 


Pelham for the past ten years, it 
was not until three years ago that 
paint became of prime impor- 
tance to the firm. Prior to that 
time the store had handled paint 





indifferent 
success. In these 
three years the 
store’s paint busi- 
ness -tripled. 
Concentrated 
buying is rigidly 
practiced and the 
one brand is 
carried in a wide variety of pack- 
aged painting materials. In ad- 
dition to the convenience of plac- 
ing all orders with one source of 
supply, the policy also pays in 
a material way, as a sliding scale 
of discounts, based on annual 
purchases, makes concentrated 
buying doubly worthwhile. Two 
different grades of paint made 
by the same manufacturer are 
carried, enabling the store to un- 


with 


dersell chain stores on products 
of like quality. The competitive 
grade of paint is offered on the 
same terms prevailing in most 
chain stores—cash and carry, 
with no guarantee. The second 
grade line is never mentioned 
unless the prospect brings up the 
price question, and when this oc- 
curs it is produced. When the 
prospect inquires about the mer- 
its of the competitive grade paint, 
it is the store’s policy to plainly 
state that-it-will not give the satis- 
faction assured when’ first-grade 
paint is purchased. Such pros- 
pects are also informed ‘that the 
competitive paint is" as: good ‘as- 
any available at a similar price. 
When wearing qualities are thus 
being discussed, and the oppor- 
tunity presents itself, the pros- 
pect is also’ diplomatically asked 
how other- merchandise, pur- 
chased from chain: storés at low 
prices, has ‘stood: up in actual: 
use. - Generally, according to 
Mr. Glasser, most prospects re- 
ply: “Not very well.”: The sales- 
man then makes it a point to 
stress the fact that the same thing 
would likely hold true on paint. 
This method of reasoning has 
seldom failed to convince pros- 
pects of the advisability of buy- 
ing first-grade paint. As the 
store considers its reputation too 


The Glasser windows are ar- 

ranged with the idea of impress- 

ing people from the quality 
angle. 
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Mr. Glasser constructed this 
glass rack and cutting table 
after seeing a similar one in 


Hardware Age. 


valuable to jeopardize through 
misrepresenting merchandise to 
consumers, those who buy the 
competitive grade of paint do so 
with a thorough understanding 
that only inferior ingredients 
can make a low price possible. 

One of the most profitable 
things Mr. Glasser has ever done 
to aid him in selling paint was a 
personal visit paid to the plant 
which turns out the paint sold 
by the store. From this experi- 
ence, he declared that sufficient 
information was gained to im- 
prove his knowledge of the line 
immeasurably, enabling him to 
sell the line more intelligently. 
He strongly advocates that other 
hardware merchants handling 
paint visit the factory to see paint 
being made at the first oppor- 
tunity. As one example, he 
learned that paint is agitated con- 
stantly for three days, by a series 
of specially devised machines 
before this one process is com- 
pleted. This knowledge is used 
to good advantage, when there is 
occasion to explain to a prospect 
that it is practically impossible 
for users to mix their own paint 
as thoroughly. Since Mr. Glasser 
says that the store makes nearly 
four times as much net profit in 
selling mixed paint for a house 
job as would be derived from 
selling white lead and oil, he be- 
lieves in pushing the former at 
every opportunity. 

As Mr. Glasser’s home is 
painted with the factory mixed 
paint he sells, and homes on 
either side of his are painted 
with hand mixed painting mate- 
rials, interested prospects are 
often shown the wearing quali- 
ties of the two types of paint 
through this graphic “side-by- 
side” comparison. Likewise, the 
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rear of the store building serves 
as a similar example for such a 
contrast. As fill-in orders are 
delivered to the store within 24 
hours, a relatively small, though 
complete stock meets all require- 
ments. A rapid turn-over on a 
small stock makes for a very 
profitable result and stock on the 
shelves is always fresh. The 
latter point is deemed a valuable 
asset as paint which has been on 
the shelves for some time set- 
tles until if is rather difficult to 
stir up properly. As a precau- 
tion against this settling tendency, 
if a customer telephones for two 
gallon cans of outside white, it 
is the practice to upend the cans 
immediately. They are also 
transported in the delivery truck 
upside down and when the user 
opens a can similarly treated the 
stirring paddle goes clear to the 
bottom of the can. With the con- 
tents in this condition, very little 
stirring is necessary to mix it to 
the proper creamy consistency. 
The business of large local 
users of paint is sought in an ag- 

























Mr. Glasser 


gressive manner. 
makes it a point to make per- 
sonal calls upon such prospects 
to solicit their patronage. When 
possible, the factory representa- 
tive of the paint concern accom- 
panies him, which usually cre- 
ates a favorable impression. The. 
paint business of local schools 
has been secured by submitting 
samples which must meet stipu- 
lated requirements in addition 
,to qualifying in respect to price. 
Pelham fraternal organizations, 
and orphan’s home, fire stations 
and other municipal buildings 
are other large paint consumers 
of the store. 

Many home-owners in the vi- 
cinity of Pelham are painting 
their own homes, and as the av- 
erage sale of paint and supplies 
for a house job totals approxi- 
mately $35, this business is very 
desirable. The interest shown 
by the store when a home-owner 
is painting his home has influ- 
enced many persons to patronize 
the store. Most home-owners, 


(Continued on page 61) 





How to Sell By 
INTERPRETING VALUES 


Ear 
(& 


Twenty - ninth 
of the series 
of short arti- 
eles for the 
man on the 
sales floor. 


ALESMANSHIP is largely 
a matter of interpreting 
the value of an article in 
such a way that the prospective 
customer realizes and appreciates 
that value. Therefore, in order 
to sell efficiently, the retail sales- 
man must first of all be thor- 
oughly familiar with all the facts 
concerning the merchandise he is 
expected to sell; by that I mean 
facts which establish value, and 
which, if thoroughly understood, 
would tend to induce a customer 
to want that merchandise. 
Familiarity with the goods, 
however, will not result in a 
maximum of sales unless the 
salesman also has the ability to 
interpret those facts to the cus- 
tomer clearly and convincingly. 
In order to interpret values a 
salesman must first realize that 
every article of merchandise is 
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ARTICLE. 


EQUALS ) 


VALUE} 


designed for some specific pur- 
pose. It is made to fulfill that 
purpose according to the manu- 
facturer’s idea of how that result 
can best be accomplished. The 
manufacturer knows the value 
built into the article, and that in- 
formation is available to every 
retail salesman. 

Now, in the majority of cases, 
the prospective customer’s con- 
ception of the value of any arti- 
cle is limited to what he sees 
when the article is shown to him. 
He knows that a hammer is a tool 
for driving nails; that the head 
should be of good material and 
be firmly attached to a service- 
able handle. As a rule, he does 
not know what constitutes “good 
material” for a hammer head or 
what makes a good serviceable 
handle. He may be influenced 
to some extent by what he has 
read or heard, but his valuation 
of any particular article is natu- 


rally lower than that of the 
maker, due to lack of specific 
knowledge concerning the article. 

The salesman’s job, therefore, 
is to increase the value of the 
article in the customer’s mind 
by telling him and showing him 
how it can serve his purpose to 
better advantage than he had im- 
agined. In other words, the 
salesman must be a “reflector” 
of value. If he has a thorough 
knowledge of the article he 
wishes to sell, and is able to 
clearly conyey that knowledge to 
others, he can bring the average 
customer to a full realization of 
its value. If he knows only half 
of the selling points, he can natu- 
rally reflect only half the arti- 
cle’s value. In other words, he 
can reflect value only to the ex- 
tent of his knowledge. If he only 
reflects a fraction of the real 
value, he loses the sale and the 
store attains a reputation for be- 
ing “high priced.” 

In the case of the hammer, if 
the salesman allows customer 
valuation to rule, the result will 
probably be the sale of a cheap 
hammer of small value to the 
customer and carrying little in 
the way of actual profit. If, how- 
ever, he can explain that the head 
is forged from solid crucible or 
special tool steel, carefully tem- 
pered to just the right degree of 
hardness to prevent battering or 
chipping, he increases the cus- 
tomer’s. valuation of that ham- 
mer. If he then stresses the fact 
that the handle is of specially 
selected, seasoned hickory; that 


HARDWARE AGE 





the head is attached in such a 
. way that it cannot come loose 
or fly off the handle; that the 
hammer as a whole is perfectly 
balanced, making it easy to drive 
nails without bending them, etc., 
he still further increases the cus- 
tomer valuation of that hammer. 





In this way the salesman can 
build up value in the customer’s 
mind until that value outweighs 
price, and a profitable sale is 
made—profitable to the customer 
as well as the merchant. In any 
transaction where quality is sold 
on the basis of value established 








in the customer’s mind you will 
find a satisfied customer and a 
booster for the store. Incident- 
ally, sales of this kind create 
greater confidence on the part of 
the purchasers and_ influence 
them to become your regular 
customers. 


How Deverey & Donohue Became 





They bought a 
farm, people 
talked, and — 
well here’s the 
story— 


EVEREY & DONOHUE, 

D Faribault, Minn., became 
good collectors in their 
business a good many years ago. 
It has been the making of them. 

Thomas F. Donohue got mad 
at something, and decided to go 
out and get the money in. Queer 
how some incident in a business 
life will turn the entire tide. In 
this case it all happened because 
the partners bought a quarter sec- 
tion of farm land years ago for 
$75 an acre, when they had no 
money to pay for it. 

John W. Deverey tells the story 
substantially like this: 

“We started this partnership 
in the retail hardware business 
back in 1896. As time went on 
we had a lot of business on the 
books. We were great fellows 
to extend credit. In fact when 


another fellow made a cash price, 
we were fools enough to try to 
meet his cash price, and then put 
it on the books besides, and there 
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it stayed on the books all too 
long. 

“One nasty winter day when 
business was dull and we had 
time to sit down a minute, I said 
to Tom: ‘Do you know what’s the 
best buy in this whole country in 
the way of a farm?’ Well, Tom 
made a guess at it, and By 
George, he mentioned the very 
farm I had in mind. Funny how 
we agreed on the one farm, 
though we had never discussed it 
before. We found it could be 
bought for $75 an acre, all 
stocked with machinery and live 
stock. 

“T said, ‘Let’s buy it.’ 

“Tom said, ‘What with?’ 

“T explained that we could get 
it for $3,000 down and the own- 
er would carry the rest back on 
a mortgage. Tom wanted to know 


where we would get the $3,000 


as we simply didn’t have it. I 
told him we could get it at the 
bank. 

“We did, and we bought the 
place. 

“Soon people were talking 
about it. News spreads, you 
know. People like to talk about 
your business. Soon men and 
women were saying they would 
rather Deverey & Donohue would 


be under that load than they. It ~ 


Good Collectors 


became common gossip on the 
street that we had put our necks 
under too big a load. Those who 
owed us money talked just as 
freely as the rest, and perhaps a 
little more so. The stories got 
back to us. 

“That made Tom Donohue 
mad, and he started pounding 
collections. He declared that if 
people who owed us money were 
so worried about the load we 
were carrying on that farm, he 
was going to see that they paid 
what they owed us so as to help 
us remove that debt load they 
seemed so worried about. Well, 
he pounded collections, and in 
six months we didn’t owe the 
bank a dime of that $3,000. It 
just shows what you can do when 
you get the bit in your teeth and 
decide that you’re going to get in 
what belongs to you. 

“From that time on, we were 
not worried about the farm. Soon 
we paid it off, and mortgaged it 
to buy another one, and then an- 
other, and another.” 

Today these partners in the 
hardware business are also part- 
ners in the ownership of four 
good Minnesota farms near Fari- 
bault; and some of these farms 
are stocked with the firm’s own 

(Continued on page 62) 
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Two New Window Trims 


OWDY, 
window 
trim- 


mers! This 
week we are 
going to make 
a bid for the 
fall painting business in your 
territory. Assuming that you 
have planned to make a store dis- 
play of paints, brushes and re- 
lated items, and that you have 
your copy ready for the newspa- 
per or direct mail advertisement, 
let us put in a strong paint win- 
dow. 

Getting right down to the psy- 
chology of selling paint—let’s 
suppose that the actuating desire 





to paint is to make things neat, 
clean and tidy. Of course, our 
plate glass is polished to the nth 
degree. That’s point number 
one. Next we will make this win- 
dow one that is not overloaded 
with merchandise, but has that 
appearance of orderliness, clean- 
liness and, altogether, a brisk air 
about it. 


A Simple Background 


The background is extremely 
simple to arrange, consisting of 
a valance and a two “columns” 
made with crepe paper tubing. 
This background resolves itself 
into a little matter of color 
scheme. Since it is now autumn 


with cooler days, we may choose 
a warm color. Suppose we use 
for the light valance and wall, a 
buff tone and use a brown or or- 
ange crepe paper for the tubing. 
These colors will provide har- 
mony of color and at the same 
time sufficient contrast to attract 
attention. This combination may 
be carried out in the show cards, 
price tickets, and, where possible, 
in the merchandise. 

The ladders at the ends of the 
window provide a very satisfac- 
tory and effective means of dis- 
play for the paint. This entire 
window may be installed with 
the minimum of time and work 
and should be very effective. 
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Inspect Our Full Line OF Quality Paints 
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Featuring Autumn Lines 











































































Time for Attention to vey the suggestion of comfort- wish to make the poster, draw 
Furnace Goods able heat. the same number of squares up- 

The first peppy morning will In case you have not tried the on your card or compo board 
start people thinking about Ae ¢€n € ¢ g » g g « «¢ and proceed with the draw- 
their heating plants. Here * i > ing. You will find that the 
is a window that will help >} squares break up the design 
them to mentally check over , |p ~ in a way that makes copy- 
their equipment. The poster rs ing easy. These squares - 
is largely a sign writing 4 mar @ e + should be drawn very light- 
job, but the chart will help é ; i | ly as they must be removed 
to make the drawing easier. when the drawing is com- 
A line of stove pipe run — pleted or covered with the 
across the center of the win- 7” .. colors. This method pro- 
dow space will prove a good | duces accurate copies, and 
means of presenting the - - the ideas are such that they 
poster message. Placing it in easy method of reproducing — attract attention. 
mid-window.-will help to give these posters we repeat the direc- The indexing on top and sides 
depth to the display. Some red tions: Simply decide how many assist in following out the design 
lettering on this poster will con- times larger than the chart you __ of the poster. 


















TE ors YouR FURNACE 


Cate For ATTENTION? 


We Have all the 
Accessories You need.. 
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Take These Windows 






E’VE 
CS selected 
three 


paint windows for 
this week’s batch of 
actual window dis- 
plays that have been used by re- 
tail hardware stores. The re- 
maining window carries mer- 


chandise which is going to be in 
demand from now on through the 
winter. 

You have noticed window dis- 
plays frequently, in this section 
of HarpwareE AGE, from M. S. 
Young, of Allentown. This store 
consistently uses high grade win- 
dow displays and the paint win- 


4B F or Instance 


dow at the top of this page is one 
of theirs. Note the excellent or- 
ganization of this window. That 
window was built with a plan in 
mind. It deserves study by other 
hardware store window trim- 
mers. E 

Another good window featur- 
ing paints, brushes and related 
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items, comes from Luther 
Haugan, who trimmed it 
for F. C. Larson & Co., 
Warren, Minn. It ap- 
pears at the bottom of 
this page. 

A window showing a 
very artistic handling of 
radiator covers was 
trimmed by Lawrence G. 
Zwicker, formerly sales 
promotion manager for 
Schlafer Hardware Co., 
Appleton, Wis. It ap- 
pears at the top of page 
37. In reporting on this 
window Mr. Zwicker did 








not claim numerous sales 
of covers at the time. 
However, as this class of 
merchandise has _ since 
become more _ popular, 
this trim is well worth 
using as a prestige build- 
er. It identifies the store 
as one dealing in quality 
merchandise. 

The remaining win- 
dow, showing paint, 
comes from the Model 
Store of the Chicago 
Retail Hardware Asso- 
ciation, which is main- 
» tained as a service to 
members of the Associa- 
tion and to all retail 
hardware dealers. 


. 


Game Association Head Declares “Man-Made Drought” Created Duck Shortage 


President Hoover’s recent procla- 
mation on the wild duck shortage 
will go down not only as the first of 
its kind on record, but also as the 
first proclamation of its kind con- 
veying a wrong impression of the 
situation it was intended to relieve. 

In calling for strict observance of 
the new Federal regulation cutting 
the waterfowl hunting season to one 
month this fall, the proclamation 
mentioned as the only cause of the 
duck depression “the long-continued 
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and severe drought of the past two 
years.” 

Seth Gordon, president of the 
American Game Association, de- 
plored the fact that “in laying all 
the blame on the weather the Presi- 
dent’s message has broadcast over the 
land a false hope which will un- 
doubtedly still further hamper the 
efforts of conservationists toward 
getting down to fundamental causes 
and cures.” 

He declared that the drought on 


the most important waterfowl breed- 
ing grounds of the continent is 
largely man-made. The drainage 
ditch and the plow have destroyed 
much of the marshlands of this 
nation and Canada, and by lowering 
underground water levels have sap- 
ped away the value of more. 

The American Game Association 
forecast a “man-made drought” in 
1920 and led an unsuccessful fight 
to establish a $1 Federal waterfowl 
hunting license. 
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HARDWARE 


AGE 


LDV ERTISING 


SERVICE 
FOR THE 
WEEK 





Appeal to Your Women Customers 











FF1 


Get Your Fall Hardware Needs 
AT (STORE NAME) 


Don’t miss this opportunity to get your fall hardware needs 
at prices that are remarkably low. Every purchase will 
mean a real saving for you. Come in and see for yourself. 
The high quality and low prices speak for themselves. 





(Brief Descriptions of Items and Prices) 


YOUR STORE NAME 











Thrifty Housewives 


Watch 
For Our Sales 





September Sale of Housewares 


If you are looking for good high quality merchandise that is 
guaranteed to give you long wear and satisfaction at prices 
that are from 1/3 to 1/2 lower than you are accustomed to 
pay, then come to our great September Sale of Housewares. 
Here’s your chance to make some real savings! 


(List Items and Prices) 


YOM: .S6 TORS. RARE 





Aunt Mary Says 


If you’re watching your dol- 
lars (and who isn’t these 
days?) you had better go to 
(Store Name) . September 
Sale of Housewares. You'll 
find regular old time bargains 
there—in fact, the prices are 
the lowest since the war. 
Don’t miss this opportunity 
to get.a supply of housewares 
for the winter at these rock 
bottom prices. 


(List Items and Prices) 


YOUR STORE NAME 














HOW - 
TO ORDER 


If you have loca] stereotyping 
facilities, request the complete 
sets of mats of all the adver- 
tising illustrations of these two 

ges, enclosing your check for 
1.25. If you need mounted 
cuts order them by number 
given under each cut, listing the 
numbers in a column. gure 
the charge of 35c. for each cut 
when less than ten cuts are 
ordered; when ordering ten cuts 
or more figure the charge at 30c. 
for each cut ordered. Enclose 
check with order, please—this 
saves bookkeeping for small 
amounts. Send all orders to 


HARDWARE AGE 
ADVERTISING FEATURE 
239 W. 39th St. New York City 
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HARDWARE AGE 





Advertise Your September Sale of Housewares 











Old Time Bargains 
IN 
HOUSEWARES 


Just like old times —the 
prices you'll see at (Store 
Name). All modern, up-to- 
date merchandise but at the 
lowest prices in years. Now 
is the time to get a supply 
of housewares while these 
sensationally low prices pre- 
vail. Come in today. 


(List Items and Prices) 


YOUR STORE NAME 


FF6 





es 
Hen MPN AS NQQU LA ERAN IEA UAHA E AHN 


Get Your ridin Ready 
For Cold Weather Now! 


Cold weather is just around the corner—don’t put off put- 
ting your home in shape for winter another day. You'll 
find everything you need at (Store Name) at rock bottom 


prices. Here are a few specials. 





Many more await you. 




















Fix Leaky Roots Now 


Don’t wait until the cold 
winds blow and_ rough 
weather appears to fix your 
roofs—now is the _ time. 
Come in today. You'll find 
everything you need at 
prices that speak for them- 
selves—the lowest in years. 


(List Roofing Supplies 
and Prices) 


YOUR STORE NAME 


FF7 FF8 FF9 
Big Hammer Floor Polishing Breast and Hand 
Value Outfit Drill 
Non-slip claw-grips Here’s your chance Bait turn of 
smallest brad or to get a floor pol- knurled barrel 
largest spike. Per- ishing outfit at changes speed with- 
fectly balanced. about one-third less out removing drill. 
White hickory han- than we've ever Extra large, 3 jaw 
dle. Full polished. sold them before— chuck holds straight 
Won’t tarnish. consists of long shank, drills to 
Weight — lbs. wearing mop, can three-eighths inch. 


of oil and wax. 


(List Additional Repair Needs for In and Around the 
Home with Prices) 








SAVE on Paints Here 


It pays to paint up in the Fall. Outside— 
> it gives your buildings protection against 
! the rain and sleet. Inside—it brightens 
1 things up and makes your home cheerful 
during the long winter months. 





(List Paints and Prices) 











TC Us: CTORE NAN SE 
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Executive 
Changes, Meet- 
ings, Current 
Events in the 
Trade 











News... WEEK 








News of 
Retailers 
Jobbers and 
Manufacturers 
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Billy Howell, Son of N.R.H.A. President, 
Gave Quimet Good Race for Golf Crown 


Billy Howell, 19-year-old son 
of Thomas B. Howell, president 
of the National Retail Hardware 
Association, and partner in the 
hardware firm of Howell Bros., 
Richmond, Va., gave the veteran 
Francis Ouimet a good race for 
the national amateur golf cham- 
pionship in the semi-final matches 
just held in Chicago. In the 
first eighteen holes of play, How- 
ell was one up on QOuimet, but 
in the second eighteen holes of 
play he was defeated by a nar- 
row margin, although he gave 
the veteran a gruelling duel. 

Billy’s prowess in the semi- 
finals brought enthusiastic praise 
from sporting writers and others 
who closely follow the game and 
who predict a very bright golfing 
future for him. Attention was 
called to Billy’s golfing ability in 
connection with an article in the 
July 2 issue of Harpware AcE 
relative to his father’s hardware 
career. The article brought out 
the fact that Billy, who is the 
eldest of two sons, and a student 
in Washington and Lee Univer- 
sity, holds the Mid-Atlantic and 
Old Dominion championships. 


When Billy defeated Lester 
Bolsted, thus qualifying for 
the semi-finals, an Associated 


Press dispatch from Richmond, 
which appeared in the New 
York Times of Sept. 4, quoted 
the N. R. H. A. president as say- 
ing he “nearly died of excite- 
ment” watching the returns of 
the match come in by wire. 
Mr. Howell, who. shoots in the 
80’s ordinarily, further said he 
used to beat Billy regularly, “but 
then something happened to his 
game and since then I haven’t 
had a chance. I remember when 
he won his first tournament—a 
junior affair at the club—2 up. 





IRVIN IS VICE PRES., 
UNITED STATES STEEL 


W. A. Irvin, vice-president in 
charge of operations of the 
American Sheet & Tin Plate Co., 
has been named vice-president of 
the United States Corp., with 
headquarters in New York City. 
In 1888 he entered the employ of 
the Pennsylvania Railroad Co. as 








BILLY HOWELL 


“Billy never had a lesson in 
his life,’ Mr. Howell declared, 
“but he used to spend whole days 
going round the course and 
practicing by himself. At one 
time he wanted to be an athlete 
—play baseball, football and 
everything else, and I had a hard 
time getting him onto the golf 
course. But after I got him 
started he was all right.” 


a telegraph operator and later 
became clerk and _ assistant 
freight and ticket agent at In- 
diana, Pa. He went to work in 
1895 for the P. H. Laufmann 
Co., Ltd., Apollo, Pa., makers of 
sheets and tin plate, as a ship- 
ping clerk, subsequently advanc- 
ing to the position of superin- 
tendent. 

When American Sheet Steel 
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Co. took over the Laufmann com- 
pany in 1900 he went to the gen- 
eral offices of the company in 
New York. With the merger of 
the American Sheet Steel Co. and 
the American Tin Plate Co. in 
1904 and the transfer of general 
offices to Pittsburgh, Pa., he be- 
came assistant to the operating 
vice-president. He continued in 
that capacity until his appoint- 
ment as vice-president in charge 
of plant operations in 1925. 


F. T. MOORE 40 YEARS 
WITH COLT’S ARMS 


Frederick T. Moore, vice-pres- 
ident and works manager, Colt’s 
Patent Firearms Mfg. Co., Hart- 
ford, Conn., recently celebrated 
his fortieth year in the service 
of the company. 
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BUCHANAN IS DIRECTOR, 
KEYSTONE STEEL & WIRE 
'W. C. Buchanan, vice-presi- 
dent, Keystone Steel & Wire Co., 
Peoria, IIl., has been made a di- 
rector of the company. 





W. T. DENTON TO START 
HIS OWN BUSINESS 


W. T. Denton, for twenty-six 
years secretary-treasurer and 
manager of the Waynesville 
Hardware Co., Waynesville, N. C., 
has decided to go in business for 
himself. He expects to carry 
atline of sporting goods, such as 
guns, ammunition, fishing tackle, 
baseball, football and golf sup- 
plies, nickel, silverware, cutlery, 
camp supplies, etc. 

Mr. Denton would appreciate 
receiving catalogs from manufac- 
turers on the above mentioned 
lines. His address is Waynes- 
ville, N. C. 

H. M. TOCH RETIRES AS 
PRES., TOCH BROS., INC. 

Henry M. Toch, president, 
Toch Brothers, Inc., New York 
City, makers of technical paints 
and waterproofing paints and 
waterproofing compounds, has re- 
tired, but will continue as chair- 
man of the board of the Standard 
Varnish Works. Dr. Maximilian 
Toch succeeds his brother as 
president of the Toch organiza- 
tion. 





Remington May Acquire Winchester ; 
du Pont Would Also Participate 


As we go to press there has 
been no sale made of the assets 
of the Winchester Repeating 
Arms Co., Inc., New Haven, 
Conn. The business is still be- 
ing operated by the equity re- 
ceivers. It is true, however, that 
Remington Arms Co., Inc., is ne- 
gotiating with the bondholders’ 
committees for acquisition of 
Winchester. Newspaper reports 
from financial quarters suggest 
progress by Remington, and state 
that E. I. du Pont de Nemours 
& Co. will acquire an interest in 
the combined Remington-Win- 
chester organization. Other arms 
and ammunition interests are 
known to have submitted bids, 
and, of course, there is always 
the possibility of a complete re- 
organization from within. 

Should the bondholders’ com- 
mittees accept the Remington or 
other propositions, it will be nec- 
essary for the receivers to obtain 
final approval from the Federal 
Court at New Haven before the 
transaction may be completed. 


Until such a transaction is com- 
pleted, or rejected, reports of the 
probable disposition of the Win- 
chester plant equipment and 
preducts are somewhat prema- 
ture. 

Winchester was placed in the 
hands of equity receivers in New 
Haven on Jan. 22 this year. 
Wm. A. Tobler, president of the 
company, and the Union and 
New Haven Trust Co. were ap- 
pointed receivers. Two commit- 
tees were formed to protect, re- 
spectively, the holders of the 
company’s 6% per cent deben- 
tures, due in 1934, and the first 
mortgage of 744 per cent bonds, 
due in 1941. Medley G. B. 
Whelpley, president, American 
Express Bank & Trust Co., heads 
the protective committee for 
holders of the debentures. Earle 
Bailie of J. & W. Seligman & 
Co., heads the committee for the 
first mortgage bondholders. It is 
with these two committees, and 
not with the receivers, that all 





negotiations are being made, 























N. Y. GROUP MEETINGS 
START IN BROOKLYN 


The Sept. 10 meeting of the 
Brooklyn Hardware Association, 
held at the Johnson Building, 
Brooklyn, N. Y., was the first of 
a series of twenty meetings to be 
held during September and Octo- 
ber, under the auspices of the 
New York State Retail Hardware 
Association. Members of the 
Hardware Boosters were guests 
of the Brooklyn association. The 
regular business session was con- 
ducted by R. L. Hammond, pres- 
ident of the Brooklyn association. 

Howard P. Albright, manager 
of the two stores of - Albright 
Hardware Co., Albany, N. Y., 
was the first speaker. His topic 
was “Management Looks Ahead.” 
Mr. Albright urged dealers to 
budget their expenses and make 
definite annual plans for sales 
quotas. He showed those present 
how to reach such figures. John 
B. Foley, secretary of the State 
association, then spoke on “Sen- 
sible Inventories.” He told his 
audience of the necessity for 
careful buying and stocking and 
suggested that salesmen present 
cooperate by refraining from 
overstocking dealers. Mr. Foley 
pointed out that the average 
hardware dealer has his entire 
fortune in his business. 

George S. Hoy, field man of 
the State association, spoke on 
“Selling Through Display.” He 
used screen slides to demonstrate 
the types of fixtures considered 
valuable to the dealer and ex- 


plained the variations possible |. 


with such equipment. Mr. Hoy 
advocated changing the location 
of different departments from 
time to time, to give the stocks 
an appearance of newness. 

September group meetings are 
as follows: Sept. 11, Hempstead; 
14, Riverhead; 15, New York; 
16, Newburgh; 17, White Plains; 
29, Binghamton, and 30, Elmira. 
October meetings are: Oct. 1, 
Hornell; 2, Batavia; 5, Buffalo; 
6, Salamanca; 7, Geneva; 8, 
Utica; 9, Schenectady; 19, Wa- 
tertown; 20, Potsdam; 21, 
Plattsburg; 22, Glens Falls, and 
23, Oneonta. 

Meetings from Sept. 10 to 17 
will be addressed by Mr. Al- 
bright, while the sessions, from 
Sept. 29 to Oct. 2, will have 
Martin Van Dussen, Rochester, 
N. Y., as speaker. Rivers Peter- 
son, editor Hardware Retailer, 
will address the meetings held 
from Oct. 5 to 9, and the balance 
of the sessions will have E. A. 
Mahoney, president of the State 
association, as speaker. Mr. 


Foley and Mr. Hoy will also be 
on the programs with Mr. Al- 
bright. 

Plans for the showing of a 
film every three months at the 
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Brooklyn meetings were an- 
nounced. The films will include 
good window and store displays 
used in the stores of members. 





A. R. JOHNSON JOINS 
WEIRTON STEEL CO. 


Andrew R. Johnson has re- 
signed as manager of sheets and 
tin plate sales Republic Steel 
Corp., Youngstown, Ohio, to be- 
come assistant vice-president of 
the Weirton Steel Co., Weirton, 
W. Va. Mr. Johnson has been 
active in the sale of sheets and 
tin plate for more than 20 years. 
He was with Follansbee Brothers 
Co., Pittsburgh, for a number of 
years, later going with the Trum- 
bull Steel Co., Warren, Ohio, 
serving this company for several 
years as New York district sales 
manager. When the Trumbull 
company was absorbed by the 
Republic Iron & Steel Co., he 
was transferred to Youngstown 
and made manager of tin plate 
sales. Soon after the formation 
of the Republic Steel Corpn. he 
was made manager of sheets and 
tin plate sales. 





J. A. DAWES PASSES 


James A. Dawes, who has been 
identified with the Pittsburgh 
Steel Co., Pittsburgh, Pa., in the 
sale of hoops and bands for 32 
years, died at his home in that 
city on Sept. 4. 


BUYERS CLUB MEETS AT 
HOUSE FURNISHINGS 
SHOW 


In connection with the fifth 
annual National House Furnish- 
ings Exhibit to be held at the 
Stevens Hotel, Chicago, IIl., Jan. 
10 to 16, 1932, the Buyers’ Club 
will hold its annual meeting. 
Hundreds of lines of staples and 
new items needed in the modern 
house furnishing store or depart- 
ment will be displayed at the 
show. 

The annual meeting of the 
Buyers’ Club, with its banquet, 
at which the manufacturers are 
the buyers’ guests, is the social 
feature of the exhibit. 





INDIAN IMPORTER ASKS 
FOR AMERICAN CATALOGS 


Dhansingh Verma, Mirzapur 
Lodhwada_ Str., Ahmedabad, 
India, imports and distributes 
through its hardware department 
French, German, Russian and 
Dutch tools, cutlery, electrical 
appliances, toys, games, watches, 
clocks, heavy hardware, kitchen- 
ware, hospitalware, mill supplies, 
builders’ hardware, brushes, 
locks, camping, office and home 
furniture and cane furniture for 





camping. The firm is interested 
in hearing from American ex- 
porters and manufacturers of 
these lines, with a view to han- 
dling them in India. Catalogs 
and net CIFCI Indian harbor 
quotations, as well as data con- 
cerning shipment time, packing, 
quantities and quality, are re- 
quested by this firm. Where pos- 
sible samples are desired. 


BUHL’S SONS PLAN 
ANNUAL EXPOSITION 


Buhl’s Sons Company, Detroit, 
Mich., hardware wholesalers, are 
completing plans for the annual 
exposition to be held by them the 
week of Oct. 19. The entire main 
floor office space will be cleared 
out, and this room, the ground 
floor of the large warehouse 
structure, will contain displays. 

Twenty-five factory representa- 
tives are scheduled to attend this 
display week, demonstrating 
their various lines to hardware 
dealers. This serves the purpose 
of an exposition of new lines, 
standard hardware products and 
holiday goods. It is similar to a 
convention, but, according to A. 
H. Nichols of the Buhl organiza- 
tion, it has a distinct advantage 
in that all exhibits are together, 
instead of being divided off into 
competing stands, The booth 
idea is used, however. 

No attempt is made to sell the 
dealers on the floor. High pres- 
sure tactics are barred. All sales- 
men are called in off the road 
and are in attendance, but de- 
vote this time largely to getting 
information on future wants of 
their customers and to entertain- 
ing their out-of-town guests. 





PHILADELPHIA GIFT 
SHOW ATTRACTED MANY 
BUYERS ’ 


The Philadelphia National 
Gift and Art Show held its tenth 
annual fall display of giftwares, 
decorative home furnishings and 
artwares at the Adelphia Hotel, 
Philadelphia, Pa., from Aug. 31 
to Sept. 5. More than 100 ex- 
hibitors took part in the exhibi- 
tion, which attracted many buy- 
ers from all parts of the country. 

Following the show opening 
Tuesday evening, Sept. 1, of- 
ficers of the National Gift and 
Art Association were chosen. Of- 
ficers are: President, Emmet 
White, Baltimore Clipper Import- 
ing Co.; vice-president, J. A. 
Jones, M. L. Morey Studios; sec- 
retary, W. S. Hays, and treasurer, 
A. J. Horgan, Chase Brass & Cop- 
per Co. Mr. Jones was named 
chairman of the board. A buffet 
supper and dance was held that 





same night. 


BOLT, NUT AND RIVET 
MAKERS FORM INSTITUTE 


A trade association of bolt, 
nut and rivet makers has been 
organized under the name of the 
American Institute of Bolt, Nut 
and Rivet Manufacturers. George 
S. Case, president Lamson & 





GEORGE 8. CASE 


Sessions Co., Cleveland, Ohio, is 
president and Evans Ward, Rus- 
sell, Burdsall & Ward Bolt & Nut 
Co., Port Chester, N. Y., is vice- 
president. 

Another meeting will be held 
about Sept. 20 to complete the 
organization, including the selec- 
tion of a permanent secretary 
and to decide on a location for 
the headquarters. This industry 
has been without an organization 
since the dissolution last spring 
of the Bolt, Nut and Rivet Man- 


ufacturers Association. 





H. E. HAYN IS TREAS. 
PEIRSON HARDWARE CO. 

H. Edward Hayn, formerly 
with the W. E. Tillotson Mfg. 
Co., Pittsfield, Mass., has been 


made vice-president and _trea- 
surer of the Peirson Hard- 
ware Co. of that city. Frank E. 


Peirson is president and Ken- 
neth P. Ritchie is clerk. They 
have bought out the interests of 
their late partner, Henry R. Peir- 
son. The Peirson Hardware Co. 
was founded in 1853 by Henry 
M. Peirson of Richmond, Mass., 
and was incorporated in 1903. 
Frank E. Peirson has been asso- 
ciated with the company since 
1891, and Mr. Ritchie since 
1900. 


A. T. SIMONDS ATTENDS 
ACCOUNTANTS’ MEETING 


A. T. Simonds, president of 
the Simonds Saw & Steel Co., 
Fitchburg, Mass., was the guest 
of the Springfield, Mass., chapter 
of the National Association of 
Cost Accountants on Wednesday, 
Sept. 9, at the Hotel Kimball, 
Springfield. Mr. Simmonds dis- 
cussed the general business sit- 








uation. 
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National Hardware and American Hard- 
ware Manufacturers Groups to Meet 
in Chicago 


General trade recognition of 
the individual benefit to be de- 
rived from attendance at the 
Chicago convention of the Amer- 
ican Hardware Manufacturers 
Association and the National 
Hardware Association of the 
United States has aroused gen- 
eral desire to participate in the 
gathering during the week of 
Oct. 18. Hotel reservations al- 
ready indicate a most satisfac- 
tory attendance of both whole- 
salers and manufacturers. 

Secretaries Fernley and Rock- 
well of the two associations 
have arranged for special hotel 
accommodations in excess of 
those usually accorded conven- 
tions. Fifteen hundred guest 
rooms will be available at the 
headquarters hotel, allowing all 

. the delegates to be housed under 
one roof. ‘In addition, there will 
be a special hardware lobby, em- 
bracing over 20,000 square feet, 
which will be set apart for the 
exclusive use of those in at- 
tendance at the convention. It 
will be situated immediately ad- 
jacent to the meeting rooms and 
ballroom, and as all delegates 
will use this lobby as headquar- 
ters, difficulties of contact will be 
wholly eliminated. The registra- 
tion booth will be located in this 
lobby, thus adding to the con- 
venience of the delegates. 

Because of the central location 
and opportune time, the Chicago 
hardware convention undoubtedly 
will attract many who do not reg- 
ularly go to Atlantic City. 
Transportation arrangements, 
upon the certificate plan, permit 
the purchase of round-trip tickets 
from any point on the basis of 
fare and one-half; or if a longer 
return limit is desired, on the 
basis of fare and three-fifths. 
The convention will open on the 
evening of Monday, Oct. 19, with 
the usual joint meeting of the 
two associations, to be addressed 
by a speaker of national reputa- 
tion. Tuesday and Thursday 
sessions of the organizations will 
as usual be independent. 

On Wednesday morning the 
two associations will hold a sec- 
ond joint meeting, in which re- 
tailers also will participate. The 
theme of the session will be 
“Maintaining a Net Profit in 
Hardware Distribution.” In ad- 
dition to addresses on this sub- 
ject by. Thomas: B. Howell, presi- 
dent, N.R.H.A.; C. S. Harper, 
Harper & McIntire Co., Ot- 
tumwa, Iowa, and William E. 
Cross, Clemson Bros., Inc., Mid- 
dletown, N. Y., and general dis- 
cussion from the floor, “Facts of 
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Interest to Retailers, Wholesalers 
and Manufacturers of Hardware 
Disclosed by the Distribution 
Census” will be discussed by 
Dr. Theodore N. Beckman, in 
charge of Wholesale Distribu- 
tion, Department of Commerce, 
Washington. E. F. Gerish, Chief, 
Domestic Regional Division, De- 
partment of Commerce, will speak 
on “The Gulf Southwest Hard- 
ware Survey—What the Facts In- 
dicate.” 

Among the subjects’ to be dis- 
cussed by eminent speakers in 
the separate meetings of the two 
associations are “A Cure for Our 
Sherman Act Troubles,” “When 
Turnover Aids Depression,” “The 
Utility Merchandising Situation” 
and others of equal current im- 
portance. 

To provide maximum oppor- 
tunity for personal contact, no 
afternoon sessions of either asso- 
ciation will be held _ except 
group meetings and conferences. 

Following adjournment of the 
opening meeting on Monday 
evening, an informal reception 
will be given by the officers and 
executive committees of the Na- 
tional Hardware Association and 
the American Manufacturers 
Association’ in .-the ballroom, 
with informal dancing. 

On’ Tuesday © afternoon 


the 


‘ladies. of the convention will be 


entertained by a motor drive 
which will include the points of 
interest in and about Chicago, 
stopping for tea at the Edge- 
water Beach Hotel. On ‘Tues- 
day evening, in the ballroom of 
the Palmer House, there will be 
an entertainment featuring Gene 
and Kathleen Lockhart in their 
famous “Recital Revue.” On 
Wednesday the ladies will be 
entertained at a luncheon in the 
restaurant of one of Chicago’s 
greatest stores, to be followed by 
a fashion show, and on Wednes- 
day evening will occur the usual 
formal ball. 

Final adjournment of the con- 
vention will come at one o’clock 
on Thursday. 


PALACE HARDWARE CO. 
FORTY YEARS OLD 


The Palace Hardware Co., 581 
Market Street, San. Francisco, 
Cal., was established in the 80's 
and was incorporated .in 1891. 
It was originally located in the 
old Palace Hotel. T. E. Shuck- 
ing, president, became associated 
with the business in 1917... As a 
boy he worked for Hunting, Hop- 
kins & Co., wholesale hardware 
distributors, passing along with 











the business to the Miller, Sloss 
& Scott and the Pacific Hard- 
ware & Steel Co. 

The builders’ hardware depart- 
ment is a feature of the organi- 
zation. It has its own offices 
and sample display room and en- 
joys outside men on contracts. 





BALDWIN IS PRESIDENT 
JOHN W. MASURY & SON 


William S. Baldwin was 
elected president of John W. 
Masury & Son, 42 Jay Street, 
Brooklyn, N. Y., paint and var- 
nish makers, at a special meeting 
of the board of directors of the 
organization. Mr. Baldwin suc- 
ceeds the late John W. Masury. 
Ralph A. Sturges, Jr., grandson 
of the founder, succeeded Mr. 
Baldwin as vice-president of the 
firm. Mrs. Edith Masury 
Sturges continues as _ secretary 
of the firm, and Ralph A. Sturges, 
Sr., continues as treasurer. 

Mr. Baldwin joined the Masury 
organization in 1910. When the 
late Mr. Masury joined the Navy 
during the World War, Mr. Bald- 
win was designated as active head 
and general manager of the firm. 
In 1921 he was elected as vice- 
president and continued also as 
general manager of production. 
Mr. Sturges, Jr., joined the com- 
pany in 1928 and was made as- 
sistant to Mr. Masury in 1929. 





R. D. EINSEL REPRESENTS 
DAVID MAYDOLE TOOL 


Ralph -D. Einsel, 2025 East 
100th Street, Cleveland, Ohio, 
has been appointed as representa- 
tive of the David Maydole Tool 
Corp., Norwich, N. Y. He suc- 
ceeds J. S. Corriveau in the ter- 
ritory embracing Ohio, West Vir- 
ginia- and western Pennsylvania. 
Mr. Einsel has a wide acquaint- 
ance in the territory and years 
of experience in the tool busi- 
ness. 


SEARS, ROEBUCK WILL 
OPEN W. TOLEDO STORE 


It is reported that officials of 
Sears, Roebuck & Co., Chicago, 
Ill., will open a second store in 
Toledo the latter part of this 
month. The store will be lo- 
cated in West Toledo, and will 
handle hardware, auto tires, mo- 
tor oils, paints and radio sets. 





SMITH HARDWARE OPENS 
IN ATLANTA, GEORGIA 


L. C. Smith and J. W. Mc- 
Gaughey have formed Smith 
Hardware Co., 1034 Peachtree 
Street, Atlanta, Ga. The ‘store 
was opened ahead of schedule to 
serve homes in the community 
during the moving and fall clean- 
ing season, : 





VARNISH ASS’N GOLFERS 
PLAN CONVENTION GAME 

In connection with the Na- 
tional Paint, Oil & Varnish Asso- 
ciation convention, being held in 
Atlantic City, N. J., in October, 








the golfers have planned for their 


annual tournament. John V. 
Hastings, chairman, has engaged 
two courses this year. The 
championship Northfield course 
will be used by Classes A and B, 
while the Seaview course will be 
opened to Classes C and D. 
Starts will begin at 10 a. m., and 
the last team is expected to be 
in action by 1 p. m. Starts will 
be at seven and eight minute in- 
tervals instead of five minute in- 
tervals, as in former years. 
Directors will play in the regu- 
lar tournaments, instead of in a 
special match, as in former years. 
All contestants will be paired. 
There will be seven prizes in each 
class and additional awards for 
low and high gross scores. Mrs. 
Alwyn and Mrs. Hastings will 
conduct the ladies’ tournament to 
be played Oct. 7. Gross and net 
prizes will be offered for 9 and 
18 hole matches. A_ putting 
event will also be arranged. 





BERGER REPRESENTS 
DU-ALL MFG. CO. 


~ Harry L. Berger, 1699 Lincoln 
Avenue, St. Paul, Minn., is rep- 
resenting The Du-All Mfg. Co., 
Geneva, Ohio, makers of dust 
mops, dusters and polishers. His 
territory is in the Northwest, em- 


| bracing Minnesota, North Da- 


kota, South Dakota ‘and Iowa. 
Mr. Berger has worked in the 
hardware field for many years and 
is well acquainted with this ter- 
ritory. 

J. E. COCKRIEL BUYS A 
PART OF MAHLINGER CO. 


J. E. Cockriel recently pur- 
chased an interest in the L. 
Mahtlinger Hardware Co., Owens- 
boro, Ky., wholesale and retail 
dealers, and is manager of the or- 
ganization. For twenty-seven 
years he was connected with the 
Guenther Hardware Co., of the 
same city. Mr. Cockriel trav- 
eled for the Guenther organiza- 
tion for several years and was for 
the past ten years its purchasing 
agent. 

CARL G. LUDWIG NOW 

HAS OWN BUSINESS 


Carl G. Ludwig is now operat- 
ing his own retail hardware store 
at 1285 Grandview Avenue, Co- 
lumbus, Ohio, which was for- 
merly a unit of the Frank P. Hall 
Co. -For thirty years Mr. Lud- 
wig was connected with the Hall 
stores, having heen secretary and 
treasurer of the organization 








since 1906. 
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Demand Shows 
Slight Gain 


New York, Sept. 16.—Dur- 
ing the past week a moderate 
improvement in the current de- 
mand for hardware and related 
lines was noted in most of the 
leading market centers. The bet- 
terment is largely ascribed to an 
improved call for seasonal goods. 
The gains are more marked in 
the New England and Northwest 
trade territories than in most 
other sections, although a slightly 
better demand prevails generally. 

The first cold spell is expected 
to further accelerate the demand 
for fall and winter lines and the 
trade anticipates gradual im- 
provement during the remainder 
of the year. 

An unprecedented deniand for 
canning supplies is reported in 
several markets and it appears 
that abundant crops of fruits and 
vegetables, together with the low 
price of sugar and the need for 
economy has stimulated home 
canning and preserving to a 
marked degree. 

Most retailers are still follow- 
ing the policy of buying only for 
immediate requirements, which 
has restricted the volume of fu- 
ture business being booked in 
some seasonable and _ holiday 
lines. 

Despite an easier price ten- 
dency, few revisions of conse- 
quence are being currently 
announced by manufacturers. 
Commodity prices are also more 
stable and these factors point to 
a more satisfactory price situa- 
tion in the near future. 
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Genera Marker News 


OF THE WEEK 


The credit situation is consid- 
ered fairly satisfactory in view 
of general business conditions, 
although collections are slow. 





Per Capita Weekly Earnings 
Shown in 94 Hardware 
Factories 
(From our Washington Office) 

The per capita weekly earnings in 
94 hardware manufacturing plants re- 
porting to the Bureau of Labor Statis- 
tics, Department of Labor, was $17.82, 
in July, 1931. This represents a de- 
cline of 14.7 per cent under the same 
month of last year. The weekly pay- 
roll in July of this year was $446,105. 
The number on the payroll was 25,- 


037, a decline of 15.4 per cent. The 
decline in the amount of the payroll 
was 27.7 per cent. 





Landers, Frary & Clark 
Lower Prices on Universal 


Mixers, Etc. 


Landers, Frary & Clark, New 
Britain, Conn., advise the trade under 
date of Sept. 8 of lower list prices on 
the Universal mixer-beater and mixer- 
beater-juicer electric kitchen appli- 
ances. 

The list price on the Universal No. 
760 Mixer, Beater and Juicer is now 
$19.50 as compared to the former list 
price of $23.50, while the No. 755 
Mixer and Beater now lists at $17.50 
instead of $18.50. 





Domestic Business Conditions Charted 


For the week ended September 5, 1931, 
weekly figures available to the Department 
of Commerce through the Survey of Cur- 
rent Business, indicate that bank debits 
outside New York City increased slightly 
from the preceding week, but were under 
the same week in 1930. Total loans and 
discounts of Federal reserve member banks 
showed a slight increase from the previous 
full week. but were well below those of a 
year ago. Interest rates on call money re- 
mained the same as for the past fifteen 
weeks, the average rate for the week being 
considerably below the same week last 
year. Time money rates remained the same 
as for the week previous, and were about 
one-half the rates for the corresponding 
week in 1930. The average price of repre- 
sentative stocks declined slightly from the 
previous week, reaching the low point of 
the year, also recorded during the opening 
week of June. Bond prices continued the 
decline which has been under way since 
the second week in July, reaching the low- 
est quotation for the year. Number of 
business failures, as reported by R. G. 
Dun and Company, increased for the first 
time in five weeks, and for the first time 
in many weeks exceeded the number of 
failures reported for the same week last 
year. 

Wholesale prices, as measured by Fish- 
er’s Composite Index of 120 commodities, 
was the same as for the week previous. 
The present price level is the lowest of the 


depression, and 17.5 per cent under the 
same week last year. Prices of agricul- 
tural products continued to decline, reach- 
ing a new low for the present depression, 
and were 35 per cent under the same week 
in 1930 and 45 per cent under 1929. Prices 
of non-agricultural products increased 
slightly for the first time in several weeks, 
but were still 11 per cent below last year. 
The price of cotton middling decreased 
afterea slight rise recorded during the pre- 
vious week, while the price of electrolytic 
copper remained on the same level as for 
the previous four weeks. The composite 
iron and steel price for the week was the 
same as reported in the week previous, 
but was 5.3 per cent under the same week 
last year. 

For the week ending August 29, in- 
creases occurred over the previous week 
in bituminous coal production, cattle re- 
ceipts, cotton receipts, hog receipts and 
lumber production, which declines were 
recorded in electric current production, 
petroleum production, steel ingot produc- 
tion and wheat receipts. Daily average 
value of building contracts for the last 
three weeks of August were 25 per cent 
under the average for the same period in 
1930 and 50 per cent under 1929. For the 
week ending August 29, the New York 
Times Composite Index of general busi- 
ness activity showed a decrease of 1.2 
points and the Business Week Composite 
Index dropped 1.0 points. 
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KANSAS CITY 


(Kansas City office of HARDWARE AGE) 
Kansas City, Sept. 14. 

N spite of the fact that business 
|] is not up to standard, the outlook 

is not without its bright spots. 
There never was a time when the hard- 
ware trade was handling as much can- 
ning equipment as has been the case 
during the last two weeks. This sec- 
tion is blessed with good crops of all 
kinds, including fruit and vegetables. 
The price is reasonable, in many cases 
very low, and this has given rise to a 
canning and preserving campaign on 
the part of housewives such as has not 
been seen in many years. All kinds of 
canning and preserving equipment such 
as cans, rubber rings, canning racks, 
boilers, cookers, etc., have been having 
what might be called an unprecedented 
run. Even in the city people are can- 
ning food who never canned before and 
one dealer says that about every third 
customer who comes in wants some- 
thing connected with canning and bot- 
tling. 


BUTCHERING SUPPLIES 


In this connection, wholesalers look 
for a great run on equipment not yet 
in demand such as butchering supplies. 
It is now time for this line to start 
moving and wholesalers are preparing 
to take care of the demand in the offing. 
Economic conditions decree that the 
individual home shall provide fur its 
own meat supply to a greater extent 
than ever and this is going to make 
trade in home butchering and meat 
curing equipment. Thus, in a sense, 
the grocers’ loss will be the hardware 
man’s gain. 


TOYS AND SPORT GOODS 


One wholesaler here has booked 
more orders for electric trains already 
than ever in former years. There is 
one bright spot in the sporting goods 
picture also. The jobbers’ stocks of 
sporting goods are the lowest they have 
been in years and this is pretty much 
a reflection of the stocks among deal- 


PHOENIX 


PuHoeEnix, Ariz., Sept. 15. 

USINESS continues quiet over 
B most of the State. The northern 

tier of counties report about the 
usual summer tourist movement. The 
vacation period and the low seasonal 
activity on the farms in the more popu- 
lous counties has not been conducive 
to increased business activity. 
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ers. Naturally the fall and winter 
business, incident to the opening of 
schools, will make a call for sporting 
goods and with the dealers’ and job- 
bers’ stocks low some real activity is 
expected in the near future. This 
season, according to one jobber, has 
not been so good for baseball. On the 
other hand, business in golf equipment 
has been unusually good. 


DEBTS GRADUALLY | 
LIQUIDATED 


Dealers have been paying their ac- 
counts, in many instances only a part 
of what they owe, of course, and this 
seems to be the condition as regards 
the dealer and his customer. The cus- 
tomer pays some of his account, while 
holding onto the bulk of his crop for a 
higher price, and this money the dealer 
gets from his customer he passes on to 
his wholesaler and so on up the line 
it goes. Nothing points a more hope- 
ful finger toward the return of stable 
conditions than this situation of gradu- 
al debt liquidation and generally low 
stocks of merchandise throughout the 
country. Just as soon as conditions 
begin to bring about need again among 
consumers then with dealers’ shelves 
to be filled and wholesalers’ stocks to 
be replenished, the manufacturer will 
have to get busy filling orders. 


AMMUNITION 


The ammunition situation comes in 
for some separate comment among 
wholesalers. The condition of the am- 
munition trade has been unsatisfactory 
for a long time due to a price war 
among manufacturers that threw much 
ammunition on the market at low 
prices. This was quickly taken ad- 
vantage of by retail dealers and conse- 
quently the stocks taken’on were so 
large that the sale of ammunition has 
been affected adversely this season. 


MAY CHANGE DUCK SEASON 


The meeting of the Government Bio- 
logical Department and various inter- 





CONSTRUCTION 


The new Federal Building in Pres- 
cott is nearly completed. So also is 
the new Cochise County House in Bis- 
bee. School additions and _ hospital 
additions in Tucson will amount to a 
substantial sum. Work has just begun 
on the new U. S. Veterans Hospital 





Canning Supplies Are Very Active; 
Outlook Has Several Bright Spots 


ests in Kansas and Missouri held re- 
cently in St. Louis in regard to the 
reestablishing of the open season on 
ducks in this region has resulted in 
recommendations that the open season 
be changed from the month of October 
to the month of November. This should 
make the ammunition business pick up 
in the Kansas City territory and it is 
sorely in need of stimulation. Novem- 
ber is the real duck shooting season in 
the Kansas City region, not October as 
was originally designated. The Bio- 
logical Department has approved the 
change and -it requires only the ap- 
proval of Secretary Hyde to make it 
official. 


GENERAL CONDITIONS 


Kansas City’s various building proj- 
ects are moving along in good shape, 
some new ones are being begun by 
private interests and then the recent 
bond issue is swinging into action in 
the form of a new municipal audi- 
torium, municipal docks along the 
Missouri River front and general city 
repair work. The Government is build- 
ing a new post office. The Chamber of 
Commerce has had a meeting and 
pledged that the city’s unemployment 
problem shall be taken care of locally 
and that there shall be no such thing 
as bread lines in Kansas City. Work is 
planned for the unemployed that will 
relieve the usual charities forces of a 
portion of their yearly disbursements. 

Taken as a whole, Kansas City is in 
fair shape and that is the condition in 
its trade territory. While the price of 
oil and the price of wheat are two 
things that are rather distressing to 
business activity still, the rural sections 
are blessed with bountiful crops of 
grain and food which is a hopeful 
thing to contemplate as winter nears. 
Nothing is wrong, in fact, with this 
area’s prosperity save the price situ- 
ation. 


Business Continues Quiet; 
Cotton Crop Equals Last Year’s 


addition and some other substantial 
building operations are under way. 


EMPLOYMENT 


Cotton picking will become active 
next month and will absorb some of 
the labor released from road construc- 
tion and other public improvements 
nearing completion. There is still a 
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TO KEEP THE AMMUNITION 


BUSINESS IN YOUR STORE 






WHEN you sell a Remington Rifle you pave the 

way for a long and profitable business in 
Kleanbore ammunition with that rifle’s owner. The 
only exception to this rule is when you sell the 
Remington Model 30, or any other rifle, chambered 
for the .30-°06 Springfield Cartridge. Owners 
of rifles of this caliber sometimes purchase dis- 
carded military ammunition through government 
channels at prices the trade cannot meet. 


Now we have put you in a position to get all this 
profitable ammunition business by chambering the 
Model 30 Express Rifle for 7 m/m Cartridges, and 
by developing two new cartridges in this caliber that 
the consumer can only obtain through the trade. 


The new Kleanbore 7 m/m Mauser Express Mush- 
room Cartridge has 23% more power and 10% 
higher velocity. 


The new Kleanbore 7 m/m Mauser Hi-Speed 
Mushroom Cartridge has 26% more power and 26% 
higher velocity. 


Moreover, these improved cartridges list at $10.00 
per 1000 less than the .30-°06 Springfield. 





The Greatest Value Ever Offered— 
The Remington Standard American 
Dollar Pocket Knife 

















—) 
Model 30 


Bolt Action Express Rifle 
Retail Price, Standard Grade, $47.95 


a REMINGION, 


1 MAUSER 





KLEANBORE 


And don’t forget that these are Kleanbore Car- 
tridges that protect the inside of the barrel from 
rust and pitting. Kleanbore is America’s chosen 
ammunition. 


With these talking points you should be able to 
sell the Model 30 Express 7 m/m Rifle very readily. 
You will do a good turn to your customer by giving 
him a rifle that shoots the newest ammunition with 
more power, greater speed, finer accuracy, flatter 
trajectory, improved mushrooming, and greater 
penetration. 


You will do a good turn to yourself by insuring 
your future sales of ammunition. 

Your jobber will supply the new 7 m/m Model 30 
and the new cartridges for it. We strongly recom- 
mend that every dealer who has any sale for big 
game rifles stock this new rifle and ammunition. 


Rf Lan 2LL, 


President 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Digby 4-2300 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 


© 1931 R. A. Co. 
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much larger supply of labor than can 
be given employment. 


AGRICULTURE 


Forecasts of the cotton crop indi- 
cate that in spite of a smaller acreage 
the crop may be as large as last year. 
Lettuce acreage for the fall crop will 
be about the same in Maricopa and 
Yuma Counties, slightly larger in 
Pinal County. 

A larger citrus crop is anticipated 
partly due to new acreage coming into 
bearing and partly to favorable con- 
ditions. Irrigation reservoirs have 
gained from summer rains and there 
is a substantial increase over the 


Los ANGELES 


Los ANGELES, Sept. 15. 


LWAYS the low point in business 
activity and statistical records 
during normal years, it is not 

surprising that August this year shows 
decreases in practically all lines. Indi- 
cations are for improvement during the 
balance of the year. 


MAJOR INDICATORS 


Bank debits were lower than in July, 
or August, 1930; building permits were 
less in both volume and value than 
during the previous month, or the same 
month last year. Postal receipts were 
under those of July of this year and 
August of last. Stock Exchange trans- 
actions were greater than during July. 


PROSPECTS IMPROVE 


Employment showed encouraging 
steadiness in all major industries ex- 
cept one, food products, which had its 
usual seasonal drop. Production in 
most major industries, also, was en- 
couraging; wearing apparel, millinery 
and furniture feeling a beneficial effect 
from their Fall Market Weeks which 
offset the effect of unusually hot 
weather. Motion picture companies are 
getting under way with the year’s pro- 
grams, thus increasing activity; petro- 
leum felt some good effects from cur- 
rent conditions in the national picture, 
while rubber factories were all work- 
ing at about the level of last year’s 
production figure with good prospects 
for the immediate future. 


AGRICULTURE, ETC. 


Agriculture experienced some im- 
provement in market prices, thus 
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stored water supply of a year ago. 
Range conditions have improved with 
summer rains and the live stock water 
supply is believed ample over most of 
the range country. 


COPPER MINING 


There is little activity in the copper 
mines. No material change in the 
price of copper that will indicate an 
increase in production. In 1928, 121 
producing mines in the state employed 
11,624 men, presumably all full time. 
At present there are 99 operating 
mines with 6,954 men many on a part 
time employment basis. 





promising better-than-expected returns 
to growers in proportion to volume of 
crops. Water commerce showed some 
improvement in several branches. 


TRADE CONDITIONS 


Isaac B. Newton, Chairman of the 
Board and Federal Reserve Agent for 
the Twelfth Federal Reserve District 
has issued the following statement in 
regard to wholesale and retail trade 
conditions during July: 

“Trade activity in the Twelfth Dis- 
trict declined somewhat further during 
July. Sales of department stores de- 
clined by about the seasonal amount, 
as did registrations of new automobiles. 
Railroad freight carloadings increased 
despite a usual sharp decline between 
June and July. Foreign trade during 
June decreased more than is usual 
during that month. 

“Department store sales were ap- 
proximately the same in value during 
July as in June, after allowance for 
seasonal variations but were 8 per cent 
smaller than in July, 1930. This de- 
crease is slightly smaller than the de- 
cline of 9 per cent recorded for the 
first seven months of this year as com- 
pared with a similar period in 1930. 
Sales in Los Angeles were practically 
the same in July as in June, but ap- 
preciable declines were reported from 
the Pacific Northwest. 


JULY WHOLESALE SALES 


“Wholesale sales and the total vol- 
ume of intercoastal shipments decreased 
contrary to seasonal expectations, in 
the latter instance chiefly because of 
an exceptionally small movement of 





HIGHWAY WORK 


There are now employed by the 
highway department and contractors 
of road work more than 3,000 men. 
Road work has been pushed rapidly 
during the summer months. Forty- 
eight separate road projects are under 
way or nearing completion. The mile- 
age of improved roads will be in- 
creased by 250 miles of oiled surface 
roads. A number of contracts will be 
completed early in September. Con- 
sumption of gasoline for the months of 
June and July was nearly 1,000,000 
gallons more than for the correspond- 
ing months last year—M. E. Bemis, 
Phoenix Chamber of Commerce. 


August Reflected Seasonal Declines ; 
Employment Has Unchanged Status 


petroleum and its products from this 
district. 

“Value of sales at wholesale declined 
by a small amount during July and 
was appreximately 19 per cent less 
than in July, 1930. Sales during the 
first seven months of this year were 18 
per cent lower in value than in the 
corresponding period of 1930. In mak- 
ing comparisons with dollar figures, 
however, it must be remembered that 
prices this year are substantially below 
those of a year ago. Since the begin- 
ning of this year the greatest declines 
in dollar value of sales have been 
registered in sales of agricultural 
implements, electrical supplies and 
hardware, while the smallest decreases 
were in sales of dry goods, groceries 
and paper and stationery.” 


EMPLOYMENT 


Due largely to normal seasonal de- 
cline in food packing industry, the 
Chamber of Commerce Index of Indus- 
trial Employment showed a drop of 
five points during August and now 
stands at approximately the same level 
as for June of this year. 

The drop in food products activity 
was nearly twenty points, but this is 
normal seasonal occurrence and is not 
due to any unusual conditions within 
the industry. The balance of the list 
showed remarkable steadiness. The 
other nine groups making up the Index 
did not vary more than one point from 
their employment statements of a 
month ago.—Los Angeles Chamber of 
Commerce. 
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The GALES arc 


Besides a full line of Chain Link 
Fabric in all commercial widths 





and weights, Wickwire Spencer 
offers the Hardware Trade another profit- 
able item . . . the new Rigid Frame Single 
and Double Gates for pipe and wood posts. 
The Electrically Welded Corner construc- 
tion makes the entire frame ONE PIECE. 
Attractiveness, strength, durability and 
quality of the galvanizing are all sound 








open to further 
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talking points. Show the gates, talk them 
and you will sell them. Strange but true, 
the price of this superior item is below that 
of many pieces of less desirable merchan- 
dise. Send for the catalog, price list and 


discount sheets. 


WICKWIRE SPENCER STEEL COMPANY 
41 East 42nd Street, New York City 


Buffalo, Chicago, Worcester, Philadelphia, Tulsa, Cleveland. Pacific 
Coast Headquarters: San Francisco. Branches and Warehouses: Los 
Angeles, Portland, Seattle. Export Sales Department: New York City 


WICKWIRE SPENCER 
CHAIN LINK FENCE 


2 


Wickwire Spencer Steel Co., 41 East 42nd St., New York City 
Send me your latest catalog showing how I can get my share of all the fence business. 
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NEW YORK 


New York, Sept. 15. 


OLLOWING Labor Day, metro- 
Posie wholesalers report that 

sales have shown a moderate in- 
crease. The improvement, however, has 
largely been confined to staple lines 
and the seasonal expansion of the de- 
mand has not yet registered in the 
majority of fall items. Jobbers are not 
overly optimistic over the prospects for 
the coming months, but there is a 
growing feeling that business will show 
gradual betterment as the season pro- 
gresses. Some wholesalers declare that 
a comparison of current business with 
that during the 1920-21 depression, 
which in many ways was similar to the 
present slump, reveals that sales have 
held up much better than during the 
depression of ten years ago. One whole- 
saler found that sales so far this year 
have exceeded total sales for either 
1920 or 1921 by a comfortable margin. 
Operating expenses, however, have in- 
creased substantially in the meantime 
and net profits have dwindled. 


JULY WHOLESALE SALES 
The Monthly Review of Credit and 


Business Conditions issued by the New 
York Federal Reserve Bank for the 
Second District shows that July sales 
of hardware wholesalers declined 15.1 
per cent as compared with the preced- 
ing month and were 7.8 per cent smal- 
ler than in the same month of a year 
ago. Stocks in July as compared with 
the preceding month were 1.8 per cent 
smaller and as compared with July, 
1930, were 2.8 per cent larger. The 
percentage of outstanding accounts on 
June 30 and collected in July was 
46.2 per cent in 1930, and 45.6 per cent 
in 1931. 


BOSTON 


(Boston office of HARDWARE AGE) 
Boston, Sept. 15. 
T is quite evident that the New 
| Reo hardware trade is much 
better off than any in other sections 
of the country, and has been so for 
many months. It is equally evident 
that wholesale houses are optimistic re- 
garding future business in this section 
of the country. They are reasonably 
sure the average retail store stock has 
been divested of most slow selling lines; 
is lightly supplied with fall and holi- 
day goods; and that public demands 
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N. Y. CITY SALES 42 MILLION 


Data on retail distribution in New 
York City which has been gathered and 
recently released by the Department of 
Commerce discloses that 2,030 hard- 
ware stores located in the five boroughs 
of New York City did an aggregate 
business of $42,367,527 in 1929. Full 
time employees in the stores numbered 
2,118 and the salaries and wages paid 
employees aggregated $3,637,634. Stock 
on hand at the end of the year had a 
total valuation of $14,936,584. Retail 
business in all lines in New York City 
reached a total of nearly $4,500,000,- 
000. 


HOUSEWARES ACTIVE 


Fall house cleaning and the approach 
of the moving season has stimulated 
the call for housefurnishings. Electric 
lamps, curtain rods, door mats, and 
other housewares needed when families 
move into new living quarters, are 
moving in healthy volume. A fair early 
demand prevails for fireplaee fixtures, 
oil heaters, weatherstrip, ash cans, and 
stove goods. Local distributors of cut- 
lery report increased activity, with calls 
for regular goods and holiday specials 
more numerous and accounting for a 
better volume of business than has been 
enjoyed in several months. Carving 
sets are especially active, with prefer- 
ence being shown imitation cowhorn 
handle sets to retail at $5 and upward. 
Canning equipment continues to move 
in healthy volume. 


LAWN GOODS 


Grass seed, fertilizer, lawn rakes and 
other tools required for the fall seeding 
of lawns are in excellent demand. 
September is recommended as the best 





will be sufficiently large to force the 
retailer to replenish goods on shelves. 


GAIN APPEARS LIKELY 


These wholesale houses expect a 
gradual increase in their sales during 
the remainder of 1931; the regular 
business setback during January and 
February, and then a resumption of in- 
creasing sales in the remainder of 1932. 
They have taken into consideration 
that 1932 is a presidential year and 
that general business is not usually 
good in such periods. But they feel 





Sales Show Moderate Increase; 
Fall Lines Still Rather Dull 


month in the year to seed lawns and 
dealers are apparently stressing this 
fact to home owners with good effect. 


PAINT MATERIALS 


Although the paint market is still 
far from active there are definite indi- 
cations of a seasonal increase in the 
demand for painting materials. The 
following quotations currently apply on 
linseed oil and turpentine. Linseed Oil: 
In lots of 5 bbis. 8.3c. per pound. In 
lots of 5 bbls. or more 7.9c. per pound. 
Turpentine, delivered in lots of five 
drums or less 38c. per gallon. 


PRICE SITUATION 


The price situation continues to re- 
flect easier trends, although revisions 
being announced by manufacturers, in 
the main, are less numerous and do not 
entail as sharp reductions as has been 
the rule for sometime. Most factory 
price changes show minor declines. 
Keen competition among wholesalers 
for business in what can only aptly be 
termed a “buyer’s market” has resulted 
in price concessions being made rather 
freely. 

COLLECTIONS 


The credit situation is deemed fairly 
satisfactory and in keeping with gen- 
eral conditions. Retailers, in some in- 
stances, who for many years had made 
it a practice to promptly discount their 
bills have been unable to continue the 
policy due to the difficulty they have 
encountered in making collections from 
their customers. Wholesalers are mak- 
ing a sincere effort to extend aid, when 
it is possible, to worthy risks and 
fewer failures are being reported among 
hardware stores in this territory than 
in several other retail lines. 


Wholesale Trade Is Optimistic; 
Further Improvement Is Expected 


reasonably certain that people will have 
to buy hardware store merchandise 
through necessity and for that reason 
the hardware business most likely will 
be better than other lines. 


COOLER WEATHER HELPS 


Cooler mornings and nights have 
quickened the retail buying pulse of 
goods that will be needed during late 
September, October and early Novem- 
ber. Staple hardware lines are by no 
means neglected, however. Each day 
finds sizable quantities moving, al- 
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Cyclone “Red Tag” Wire Screen Cloth is taking 
the hardware trade by storm. Demand is increasing 
constantly—requiring constant expansion of our manu- 
facturing facilities. It’s because we’re putting good, old 
reliable Cyclone quality into Wire Screen Cloth—and it is 
revolutionizing the screen cloth business. 100 ft. rolls. Gal- 
vanized, painted black, bronze or copper. Order any quantity 
They look for the from your jobber. If he can’t supply you, write us. 


“Red Tag”— 

the mark of quality. pera) Cyclone = Tag” Lawn : #4 Cyclone Catch-All Basket. mae =Cyclone “45” Chain Link. 

‘ The ideal rubbish burner ae The NEW style lawn 

Known to home owners 4 4 fence that your custom- 
everywhere for many years. dite, An all-year seller. SeByS ers are waiting for. 


























CYCLONE FENCE COMPANY, General Offices, Waukegan, III. 
Branch Offices in All Principal Cities 
Pacific Coast Division: STANDARD FENCE COMPANY, Oakland, Calif. 
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though average orders placed by re- 
tailers cover a comparatively small 
amount of goods. 


FARMERS BOUGHT WELL 


Although the haying equipment and 
kindred goods season is passed, it is 
significant to note that the average 
New England farmer was a good cus- 
tomer of the retail hardware store this 
summer. So much had been said about 
droughts, crop: damage, pests, etc., not 
much of a farmer trade was expected 
in many quarters. 


PRICE CHANGES FEW 


During the past two or three weeks 
there have been almost no changes in 
prices for the more staple lines carried 


PITTSBURGH 


(Pittsburgh office of HARDWARE AGE) 
PirtspurGH, Sept. 15. 


HE combination of abundant 
fruit and vegetable crops and 
cheap surgar, plus the need of 
thrift in these hard times, has resulted 
in a truly heavy demand for canning 
and preserving supplies. Activity in 
this direction, however, does not offset 
the dullness of other lines, and the 
market as a whole is a slow and gener- 
ally unsatisfactory affair. Preserving 
jars disappear as fast as they are re- 
ceived, for in keeping with a general 
policy by both jobbers and retailers 
to stock as little as possible, there were 
no large stocks to draw upon when the 
demand picked up. This ordinarily is 
a period of some activity in loaded 
shells; shipments on early orders were 
of fairly good volume, but while the 
hunting season has opened in West 
Virginia, it does not open in Pennsyl- 
vania until October and repeat orders 
have not yet amounted to much. Paints 
and painting materials are slow. A 
recurrence of summer weather has 
dampened interest in cold weather 
items. 





(Chicago Office of HARDWARE AGE) 
Cuicaco, Sept. 15. 


LTHOUGH September has opened 
Av manufacturing and selling 
of hardware lines at a low ebb, 

it is quite evident that retail sales are 
livening, and that replacement orders 
from dealer to wholesaler are more 
numerous and a little larger. In fac- 
tory districts where shut-downs are 
ending, or larger crews are being put 
to work, the result in better dealer 


CHICAG 


by the wholesale hardware trade. This 
price inaction leads many to believe 
that manufacturers’ prices are on rock 
bottom, and that any changes that may 
transpire will be upward. Not all of 
the hardware trade entertain this idea, 
however, there being quite a few who 
hold that the liquidation of prices is 
not past. 

Heavy hardware wholesale houses 
have put into effect new quantity price 
differentials on beams, channels, angles, 
tees, zees, sheared and universal plates, 
3/16 to 1 in., inclusive, soft steel bars 
and small shapes and bands. The base 
price is for 250 to 999 ton lots. For lots 
of less than 250 Ibs., 50c. per 100 Ibs. 
is added to the base price; for 1000 to 
7999 lb. lots, 15c. is deducted; for 





TRADE IS HOPEFUL 


Hardware dealers are hopeful that 
the remainder of the year will bring 
some improvement in business, but 
ideas are not especially sanguine in 
face of the huge unemployment list and 
a realization that this situation cannot 
be appreciably bettered before next 
spring. Feeding the idle during the 
winter, to say nothing of getting any 
considerable number of unemployed 
back to work, appears to be a pretty 
formidable problem. 


PRICE REVISIONS 


Some kinds of fence have been 
lowered $5 a ton, but the cut does not 
include poultry fencing. Manufacturers 
of rivets last week lowered prices of 
large ones $5 a ton. These constitute 
the only important price changes of the 
week. 


STEEL INDUSTRY 


Due to the holiday interruption, steel 
works activities for the week ended 
Sept. 12, were not greatly in excess of 
25 per cent of capacity in the Pitts- 








Special Sales 


buying is very apparent. Trade is very 
quiet in the grain-belt states, for crop 
sales are bringing the lowest prices on 
record,—and recent unseasonably cold 
weather has also acted as a deterrent. 


BASIC FACTORS 


Commodity prices remain at bottom 
levels, but show more stability than at 
any time since 1929. Building is just 
about holding its own, on recent low 
records. Carloadings here have not 





8000 to 14,999 Ib. lots, 25c. is deducted; 
while on 15,000 lb. lots and larger, 
35c. is deducted. The weight which 
governs is the combined weight of all 
the items of the above products only, 
on orders placed at one time for ship- 
ment at one time. 


CREDIT SITUATION 


No particular change is noted in the 
credit situation. Some retailers com- 
plain of slow pay customers and of 
summer customers returning to cities 
without settling their accounts. On the 
other hand, the wholesale houses are 
maintaining good control of credits and 
the situation may be said to be fully 
as healthy as at any time this year. 


Trade Remains Unsatisfactory ; 
Canning Supplies Are Active 


burgh district. It is necessary to go 
back to the week of the Fourth of July 
in 1921, to find a rate that low. The 
conditions producing the rates, how- 
ever, were totally different; in 1921, it 
was the result of the existence of huge 
stocks, which had to be liquidated be- 
fore there was room for more, while 
today it is not that stocks are burden- 
some, but that wants have been sharp- 
ly curtailed on account of a lack of 
buying power. The steel industry is 
hopeful that the present rate is as low 
as will be reached in the depression, 
but it must be observed that the feeling 
of expectation of better things has 
little foundation in tangible prospects. 


COAL INDUSTRY 


The coal situation does not change 
much. There is still an ample supply 
for the demand, which is not heavy so 
far as industry and the railroads are 
concerned and probably would be bet- 
ter in household needs if times were 
better and the weather was more sug- 
gestive of winter than it has been 
lately. 


Retail Sales Are Livening; 
Stimulate Buying 


yet shown the Fall upturn, which is 
still confidently expected during the 
next sixty days. 


SALES ADVOCATED 


Many aggressive hardware stores, 
large and small, are making, and can 
make, remarkable selling records, by a 
vigorous campaign of advertised special 
sales events,— featuring the newest 
profitable goods, with a generous 
sprinkling of very low prices on popu- 
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Price Reduction at the Consumer’s Expense 


BY 


E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


Some of the big, over-expanded fellows are finding it hard to reduce prices of their 
commodities to meet the present-day consumer pocketbook and keep out of the red. Yet 


they must reduce prices or go out of business. 





One of the easiest ways to reduce price, of course, is to re- 
duce quality—lots of them are doing that very thing today. 


For instance, we are now finding on the market some Sand- 
papers which are made with a cheap quality of bone glue—it 
costs about one-third the price of a good quality of hide glue. 


Bone glue, while lacking strength, is also very absorbent of 
moisture. A sandpaper made with it is brittle; quickly deteri- 
orates and at no time gives even fair work-value. The con- 
sumer getting it is being gypped. 


Why run a chance of inferior quality to obtain a low price, 
when you can get the maximum quality at the same low price 
from us? 


We did not join the “new era” fellows by merging at peak 
prices—by inflating our capital structure. Every dollar in our 


company is working and is only being paid for the work it actually can do. Our quality did 
not have to be cut in order to offer lower prices. 


The “Clover” trade mark has stood for maximum quality for more than a quarter cen- 
tury. It will always stand for quality, regardless of the price asked for its products. 








E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 


CLOVER MANUFACTURING COMPANY You may send me, without obligation, samples of: 


NORWALK, CONN., U.S. A. 


SANDPAPERS 


METAL-CUTTING PAPERS AND CLOTH 





Green-Stripe Sandpaper. 


| 

| Red-Stripe Turkish Emery Cloth—for polishing. 
| Yellow-Stripe Aluminou Oxide Cloth—for cut- 
| 








ting hard metals. The universal shop abrasive. 





| Clover Grease-Mixed Grinding Compound. 





Clover Water-Mixed Valve-Grinding Compound. 








CLOVER GRINDING AND LAPPING COMPOUNDS Address 


Character of business 
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lar seasonable sellers. Leading jobbers 
here have long been preaching this 
doctrine, and have been constant in 
offering to the merchant leaders suit- 
able for attractive retail pricing and 
display. 

KEEPING IN STEP 


Changes in merchandise and in prices 
are coming rapidly these days,—new 
goods, new values, are fast superseding 
the old. The really modern merchant 
sees that it is useless to resist change. 
Each change brings with it an oppor- 
tunity which can be grasped and turned 
into prestige and profit, if it really 
meets a new popular need and demand. 

The public has never “shopped” 
more than now—with the result that 
merchants who are following new 
trends are being benefited—and mer- 
chants who do not recognize changes 
are suffering. While the demand for 
many lines ordinarily carried in the 
hardware store is curtailed, other items 
never before offered are enjoying a 
satisfactory business. 


SEASONABLE NOTES 


During the past week, there has been 
considerable activity in cool weather 
lines, including Stoves, Stove Pipe, 


TWIN CITIES 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, Sept. 15. 
HE Minnesota State Fair brought 
thousands of visitors, including 
many merchants, from all parts 
of the trade territory of the Twin 
Cities, and the special low rates offered 
by the railroads enabled them to estab- 
lish buying contact with the Twin 
Cities jobbers at a reasonable cost. 
Many merchants took advantage of the 
opportunity, and bought for their im- 
mediate needs. 


CURRENT TREND 


Buying continues on the basis of 
filling in stocks for quick sales, and 
very little future buying in any line 
has been done. While prices are low, 
few merchants are gambling on stock 
at the present market, preferring to 
buy as needed, and take any slight 
loss that might occur through price 
advances. In fact, some have indicated 
that they expected further price reces- 
sions, although there are no indications 
of anything of that nature. 


WHOLESALE SALES 


Wholesalers have indicated that while 
July business held up fairly well (with 
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Elbows and Dampers. Roasters and 
Oven Glass Ware, Fruit Presses and 
Lanterns are bettering in sales. 

Builders’ Hardware prices are re- 
ported firm. The demand is greater 
than it has been for some time, due to 
replenishment of the very low stocks 
that dealers were carrying. 

Sales of Solder, both the familiar 
“half and half” Bar, and the newer 
Acid-Core prepared Solders, are keep- 
ing up quite well. Low-priced metals 
are making Solder values the best for 
many years, and the higher quality 
grades are having the greatest call. 

Orders are better on B Batteries for 
radio sets, also on Dry Cells. There is 
really a much improved and steady de- 
mand for Electric Irons, particularly 
those of lower price. Incandescent 
Lamps will reach their sales peak in 
the next thirty days, and jobbers are 
already shipping freely. 

A new, improved Brush Enamel is 
selling at a rapid rate and has the 
advantage of being suitable for exterior 
as well as interior use. 

A number of hardware stores are 
reporting lively sales on Plumbing 
Supplies. Evidently many needed re- 
placements in this line are being made 
by the home-owner himself, and the 





State 


some making a record in tonnage equal 
or exceeding that of last year), August 
volume was less than a year ago. With 
the opening of the fall trade there has 
been some increase in business, not 
particularly heavy, but a betterment 
over August average. On the whole. 
however, the general impression seems 
to be that there will not be any great 
advance or sudden upturn in trade 
conditions, but that the improvement 
will be more apt to be gradual, and 
extend over a considerable space of 
time. 


HUNTING SUPPLIES 


One factor in the light August busi- 
ness was the absence of the sale of 
guns and ammunition. With the un- 
certainty as to the open season on game 
birds, few dealers ventured to order 
their stocks in this line. But with the 
announcement that there would be a 
thirty day open season, orders began 
to arrive, about the first of this month, 
adding a considerable volume to the 
month’s tonnage. It is expected that 
the total in this line will compare very 
favorably with the average year, as the 


Far 
Business Improves Over August Average 





hardware dealer can make a good 
profit on up-to-date plumbing acces- 
sories. 

Tool sales in general are quiet, but 
rather sensational exceptions are re- 
ported on some specials offered to the 


dealer as stimulant leaders. A good 
Handled Axe to retail at $1.00 and a 
servicable Nail Hammer to sell for 29 
cents, are examples of the unusual 
values of the times. 

Cutlery Departments report that the 
most active selling is on Pocket Knives 
to retail at 25 cents to $1.00, particu- 
larly Pen Knives, Jack Knives or Arti- 
san Knives in the range from 50 cents 
to $1.00. It has been a long time since 
so good a Knife could be purchased 
by the consumer at $1.00 or less, fully 
warranted and in practically any style 
or shape desired. 

Some hardware stores are following 
the lead of department store selling on 
Stainless Steel Mirror Finish Knives 
and Forks, with pearl effect celluloid 
handles. The department store pricing 
of these items at 39 cents each also 
affords the hardware store a nice profit. 
They are available in a choice of colors, 
making attractive displays. Popular 
sellers are blue, canary yellow, green, 
white on black and white pearl effects. 


Aids Wholesale _ Sales; 


hunters will manage to pack into the 
shorter season all of the shooting which 
would ordinarily be spread over the 
longer season. 

Additional prices on staple items 
follow: 


BALE TIES, single loop, 9% x 14, $1.38 
bundle; 9% x 15, $1.22 bundle; 9% x 14, 
$1.41 bundle. - 


BARBED WIRE, galvanized cattle, 12% 
ga., 80-rod spool, $2.50 spool; galvanized 
hog, 12% ga., 80-rod spool, $2.68 spool; 
galvanized special hog, 14 ga., 80-rod 
spool, $2.06 spool. 

BOLTS, carriage, 70 per cent; machine, 
70 per cent; stove, 80 per cent; lag 
screws, 60-10-10 per cent. 

GALVANIZED WARE, Pails, 10 qt., $2.45 
doz.; 12 qt., $2.60 doz.; 14 qt., $2.80 doz.; 
tubs, heavy galvanized, No. 1, $7.90 
doz.; No. 2, $9.00 doz.; No. 3, $10.00 
doz. 


TUBS, Standard, No. 1, $6.35 doz.; No. 
2, $7.50 doz.; No. 3, $8.75 doz. 


GLASS, Minnesota prices, single 
strength, A grade, 40 united in., and 
under, 87 per cent; over 40 united in., 
86 per cent; A grade, double strength, 
86 per cent. 


PUTTY, strictly pure, 25-lb. steel drums, 


$5.50 cwt. net; 50-lb. steel drums, $4.35 
ewt. net. 
ROPE, manila, best grade, 19c. lb., base; 


second grade, 16c. Ib., base; third 
grade, 14c. lb., base; sisal, best grade, 
see. lb., base; second grade, 14%c. Ib., 
ase. 

Above prices are jobbers quotations to 
retailers, f.o.b. Twin Cities, and are 
subject to market changes. 
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the rock of time. 


We also make 
Furniture Trim- 
mings, Upholster- 
er’s Nails, Eye- 
lets, Grommets 
and Washers. 


No. 03776 Robe Hook 


Never Mind Today—What About 20 Years Hence? 


The ®i8es® Bath Room Fixtures that you 
sell today will deny their age 20 years 
hence. They never RUST. 


Practically all plated goods look bright 
and attractive when NEW. 


But the retailer who considers the lasting 


quality of his merchandise, builds upon 


Trade Mark 


No. 03773 Shelf and 
White Finish Brackets 





lute confidence. 


Send for New Bathroom Folder, XA 


AMERICAN RING COMPANY 


Waterbury 


Connecticut 


Branch Offices: 


Boston—170 Summer St. 


New York—2 Hudson St. 


Los Angeles—1226 Crenshaw Blvd. 
Chicago—29 E. Madison St. 







No. 03352 Tumbler Holder 


Solid Brass, heavily plated with Chro- 
mium, Nickel or White Enamel are the 
reasons why you can sell 88° with abso- 


Our line com- 
prises over 300 
items. New items 
are continually 


being added. 











savings and 








COMBINATION 


Screen and Storm Doors 


Now, while home owners are looking 
ahead and preparing for the approach- 
ing Fall and Winter months, is a good 
time to tell them about the advantages 
, of Continental Combination Screen and 
Storm Doors. These Doors have scored 
a big hit wherever shown. They are at- 
tractive and serviceable—insure real 


Continental Screen Company 


























Screen Panel 
IN SUMMER 
keeps out flies, 
conserves 
health 








Storm Panel 
IN WINTER 
keeps out cold, 
saves fuel 





Continental 
Combination Screen and Storm Door 


Are Steady Sellers Both Winter and Summer 


Detroit, Michigan 





SEPTEMBER 17, 









53 








MEMPHIS 


GAIN EXPECTED 


With it all, however, Memphis job- 
bers are preparing for and are expect- 
ing a considerable increase in business 
during the next three or four months 
and are also preparing for a larger 


Mempuis, Sept. 15. 


OCAL hardware jobbers report 
some improvement in sales for 
the first half of September com- 

pared to the first half of August, but a 
considerable decline as compared to 
the first half of September sales in 
1930. There was a considerable ripple 
of anxiety during the first days of Sep- 
tember over the anticipated Government 
report and many people expressed fear 
that a cotton report in line with the 
one of Aug. 8th would further de- 
moralize. It is very pleasing, however, 
to note that although the report of 
Sept. 8th was One Hundred Thousand 
bales more than the one of Aug. 8th, 
the addition was quickly absorbed by 
the market and notwithstanding a de- 
cline immediately following the report 
this was recovered before the close of 
the market and the close was a little 
above that of the day previous. This 
is considered a good indication and the 
expressed feeling bears out the opinion, 
as there appears to be an atmosphere 
of ease and confidence that is begin- 
ning to show in a little better volume 
of business. The worst thing now in 
view is the insistent reports of spots in 
the cotton belt where production is low 
and these low spots are in the heavy 
producing sections of the Memphis 
trade territory. 


Writer Suggests Study of 
Market as Aid to Better 
Retailing 

Market research on the part of in- 
dividual stores, according to the author 
of Economics of Retailing, should seek 
to determine, among other things as in- 
dividual needs indicate, the following: 

LOCATION OF STORE’S CUS- 
TOMERS—It must be determined if 
the customers live close to the store or 
if they are widely scattered. The mer- 
chant should also know if they follow 
any geographical or periodical bound- 
ary lines. A community map showing 
the location of the store’s customers 
will answer several other important 
questions that a retailer might ask. 
It will indicate what territories are now 
fully exploited and what other terri- 
tories remain untouched. It should help 
in indicating where the retailer’s ef- 
forts may most profitably be expended. 

STANDARDS OF LIVING OF THE 
STORE’S CUSTOMERS—The _in- 
comes, size of families, education and 
social life, and, as a result, the demands 
for merchandise by actual numbers and, 
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spring business after Jan. Ist. Some 
jobbers are actually canvassing for 
business on cotton rope, plow gear, 
single trees, plow handles, clevises and 
other goods of that character for spring 
shipment and reports indicate that 
some booking is being done. 


FISHING TACKLE 


At least one jobber reports activity 
in the sale of fishing tackle for ship- 
ment after Jan. Ist for spring trade in 
this line. 


FALL LINES 


It looks better for sales for the fall 
months in a good many lines. This 
especially applies to stoves and acces- 
sories that usually go with them. There 
is a considerable portion of west Ten- 
nessee territory which includes some 
eight or ten of the better small towns 
in which natural gas will be turned on 
within the next 15 to 30 days, and this 
is almost sure to bring with it consider- 
able activity in those towns, in gas ap- 
pliances. 





if possible, by families, are items 
worthy of consideration. Income, size 
of family, education and social rela- 
tionships are the basic conditions on 
which family budgets are laid out, 
whether definitely planned or not. 
WHAT GOODS DO THE CUS- 
TOMERS BUY?—Attention should be 
given to the following: General prefer- 
ence, for goods, usual time of purchase, 
average amount of purchase, customary 
prices paid for goods purchased, effect 
of sales on buying habits, preference 
for package or bulk form, significance 
of brand names, changes in consumer 





Sales Show Improvement; 
Cotton Situation Better; 


ACTIVE MERCHANDISE 


Active Merchandise, as reported by 
jobbers, includes scale beams, cotton 
sacks, hay forks and haying tools of 
different kinds, including almost every 
sort of repairs, also sorghum pans, 
mills and furnaces and grist mills. 
There is also a marked activity in Con- 
goleum rugs and floor covering, compo- 
sition and metal roofing. 


PRICE REVISIONS 


Reports indicate there is very little 
doing in thig line. In fact, the past 
two weeks have shown very few changes 
of any nature, except possibly a few 
adjustments or corrections in changes 
of a prior date. 


COLLECTIONS 


This still remains the most difficult 
subject, according to local jobbers and 
it is receiving more attention, even than 
that of producing sales. Jobbers Credit 
Men are actually traveling and closing 
accounts, also collecting and making 
whatever arrangements may be con- 
sistent. The low price of cotton is 
going to-leave many, many dealers 
without funds after the ginning season 
and the matter of collecting accounts 
is not only the hardest thing jobbers 
have to deal with, but one of the most 
important. It is hard to predict just 
what the outcome will be. 


demands, and why do customers pre- 
fer certain retail stores. 
DISTRIBUTION OF TRADE—The 
type of service rendered and merchan- 
dise offered by competing institutions 
within the community should be noted. 
If some of the trade is going out of 
town, the reason should be determined. 
PUBLICITY—The store should de- 
cide upon the best method of sales 
promotion in accordance with its needs 
before it utilizes the various media of 
reaching its customers and prospective 
customers.—Domestic Commerce. 


, 





South Bend Lathe Works 
Issues Catalog No. 92 
The South Bend Lathe Works, South 


Bend, Ind., has just issued general catalog, 
No. 92. This 128 page catalog, in two 
colors, contains illustrations, descriptions 
and prices of the South Bend Series “O” 
line of lathes from 9-inch size to 18-inch 
size. 

Several new models are announced in 
this edition of the catalog, the silver jubi- 
lee number. Several attachments are 
listed for the handling of special work. 


Hoeft & Co. Issues Catalog 
No. 21 On Poultry Supplies 


Hoeft & Co., N. Chicago, IIl., has issued 
catalog No. 21, an attractive booklet illus- 
trating and describing Moe’s line of poul- 
try supplies. Price information is indi- 
cated as well as data as to size, weight 
and finish of each product. Shipping and 
packing information is included in the 
booklet. In addition to poultry supplies, 
garden tools, dust pans and other items 
are shown and described. 
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Dik out any one 
and it will he good 


American Screws 


HE American Screw Company makes 

all ofits screws by methods which ensure 
uniform quality in a product whose vol- 
ume runs into millions each year. 


The slots are all made to stand the twist 
of the screw driver; the threads hold; 
the gimlet points are sharp and strong. 


At your jobber’s 





You cannot sell a better screw 


AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH SL.CHICAGO. ILL. 


Put lt Together With Screws 


WOOD TIRE STOVE MACHINE 
SCREWS BOLTS BOLTS SCREWS 
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Your store is not a 
museum— 


Why make a “collection” of slow 
moving garage door hardware? 


The complete ALLITH line will enable you to 
take care of every prospect in your trading terri- 
tory. No need to clutter up your shelves with 
Concentrate on ALLITH. 
Keep a line of representative models on hand. 
You can depend on “ALLITH Quick Service’”* 
for unusual requirements—airdromes, firehouses 


and the like. 


slow moving stocks. 


Choosing the right set-up for any particular job 
is no task at all with the big ALLITH catalog. 
Simply written, fully illustrated. it is your best 
guide and reference for all garage door hardware. 
Start the ALLITH plan today. Write for our 
catalog (it’s yours for the asking) and keep it 
handy for quick reference. 


* Orders received at the ALLITH plant are frequently 
shipped the same day. Complete stocks, trained order 


clerks, excellent shipping facilities, and an earnest desire 
to serve our dealers, results in an unusually speedy and 
reliable shipping service. 


No. 27 for straight 
sliding door hang- 
ers; keeps doors 
weather-tight and 
heat - retaining. 
Can't jump the 
track; easily lubri- 
cated; quickly in- 
stalled; steel 
frame; no side fric- 
tion. Quick hori- 
zontal and vertical 
adjustments. Fur- 
nished in two sizes. 
Capacity, 2000 lb. 
door, 1% inches to 
344 inches thick. 


Allith-Prouty Company 


Danville Illinois 






Allith 
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Basic Business Indicators for Week Ended Sept. 5 


As Charted in the Survey of Current Business and Compiled 
by the United States Department of Commerce 


Weekly Average 1923-1925, Inclusive=100 


As contrasted with the charts published in last week’s issue, the trends of nine of the indicators 
charted below are upward, five are downward, and seven are unchanged. Ascending tendencies 
are reflected in coal production, freight car loadings, building contracts, cotton receipts, business 
failures, bank debits outside New York City, brokers’ loans in New York City, stock prices and 
money in circulation. It is interesting to know that the money in circulation at the end of 
August was greater than for any similar period since 1920, amounting to $5,051,333,592. 
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Reed & Prince products | 


are right in accuracy, finish and package. 
You can sell them with the utmost confidence 
of customer satisfaction. 

These and many other types and sizes in 
steel, brass, bronze, Everdur, Monel, Stain- 
less, and other special alloys and plain, 
polished, nickel, copper, blued, galvanized, 
cadmium or chromium finishes. 


Standardize on Reed & Prince products. 


REED & PRINCE MFG. CO. 
WORCESTER, MASS., U.S. A. 


WESTERN BRANCH AT CHICAGO: 3635 IRON STREET 
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The 3 Point 
Christmas Tree Holder 





Quick and Simple to Set Up 


Three ribs cast on the inside of the 
bowl keep the tree from turning. 

Threethumb screws clamp thetree 
so that the small trees fit as readily 
as larger ones. 

The bowl is of one casting and 
will hold water. 


Doubly Reinforced Legs 








i? The legs fit securely to the bowl 
af) by means of a beveled wedge- 
Ue shaped socket. 


The same screws that clamp the 
tree in position, serve to hold the 
legs from falling out when the hold- 
er is lifted from the floor. 

The entire holder may be knock- 
ed down so as to fit in the small 
corrugated carton in which it is 
packed. 









The legs spread to reach an 18 in. 
rere forming a broad 
base upon which the tree will rest. 


Rubber shoes prevent the holder 
from slipping or marring the floor. 


You cannot afford to neg- 
lect placing your order for 
these Christmas Tree Holders immediately. 
Write your jjobber for prices and ask us for 


catalog. 
HAKBWARKRE 


ARCAD Tron © OWS 


ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 


BRANCH OFFICES REPRESENTATIVES 


New York de: Tne. 
200 Fifth Avenue ae J.T. rage ste 1 ia i 
: § an Francisco Portland Salt Lake City 
chat Wane. Los Angeles Seattle Denver 
Chicago Boston Dallas 
llerchandise Mart A. T. Otis D. C. Otstott, Inc. 
Room 14*** 111 Summer St. Santa Fe Bldg. 
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FALL TIME IS 









and 


PROFIT 
TIME 


and Gun 
All in One 


with this 


winning combination 


Every dealer will quickly see the oppor- 
tunity for sales and_ profits to be made on 


this amazing popular priced 


DUROPLASTIC Calking Outfit 


A tube and gun all in one. 


thoroughly and quickly. 
calks at the same time. 


Every home owner in your community will 
want to make his home wind proof and 
weather proof in this new inexpensive way. 









able one. 


sition and 
tories at once. 


Does the work 


of any $5.00 gun at a fraction of its cost, 
Smooths and 


The Duroplastic 
Franchise is a valu- 


JOBBERS write 
for prices, propo- 
terri- 


The Silent 
Counter Salesman 





DEALERS use this coupon 





The Durable Products Co. 
5005 Euclid Ave., Cleveland, Ohio 


Please ship express [] parcel post. 

0 Dozen Tubes only at $6.00 Dozen. 

© Dozen Calking Nozzles at $2.00 Dozen. 

(J Dozen Tubes and Gun in One at $8.00 Dozen. 


PE ube vane wechsnnes¥ ox sess cdonssbassonend 
DIDI. hans bc esccstnenesscbesscenss oksbes 

CROP os css boweeceeewevidseccedia RNS iss ie des 
Bt OE 0356 6650ssc05555ues cs Ss KEA SA > 
CRY. cSeccceccessonesoeecsede State ..cccc0.. 








Times are Good for Selling 
Auto Finishes 


(Continued from page 27) 


the street in front of the estab- 
lishment. The use of a women 
demonstrator, in this instance, 
was even more effective than if 
a man had been engaged for the 
purpose, as most persons are 
rather dubious about their abili- 
ty to properly refinish an auto- 
mobile. 

After the hardware dealer has 
successfully “sold” the prospect 
on the idea of refinishing his car, 
it is vital that the merchant shall 
be able to suggest suitable color 
treatments. He must also know 
the leading colors. In this con- 
nection, the following extracts 
from an article entitled “This 
Year’s Colors for the Auto,” by 
Howard Ketcham, Director of 
the Duco Advisory Service, are 
especially informative: 

“Light colors create an illu- 
sion of greater size. That is why 
vivid colors on a long wheel-base 
closed automobile body are not 
always successful as they often 
make the body appear awkward 
and over bulky. But for the 
smaller cars, cheerful hues, par- 
ticularly tending toward the 
group of colors known as pastels, 
as just the proper thing, not only 
increasing the apparent size of 
the car but also increasing its 
visibility, which is an added 
safety measure. And, of course, 
the size car that most of us use 
certainly does look more cheer- 
ful and agreeable to the eye 


when not lacquered in too sub- 
dued colors. 

“One all-over color will be 
generally used this year instead 
of two or even three harmoniz- 
ing colors. This one color treat- 
ment gives a real element of 
unity to the silhouette and helps 
solidify the appearance of the 
design. Strong contrasts be- 
tween the- body color on one 
hand, and the fenders and 
mouldings on the other, always 
made a small car look a bit dis- 
jointed. Of course, suitable 
color accent and balance can be 
secured by the use of a vividly 
contrasting stripe and wheel 
finish. 

“A very small area of intense 
color can balance a large area 
in a more subdued tone. So, if 
there is a small moulding relief 
on the door panel or the window 
reveal offset, it may well be 
finished in the same strong color 
as the stripe and the wheels and 
often gives a new and delightful 
distinction to the whole appear- 
ance of the car. 

“The Automobile Color Index 
gives the popular colors for all 
cars in this order of preference: 
blue, black, maroon, green, 
brown and gray. Of course, the 
lighter variations of these base 
colors are the ones that will be 
the most popular on the smaller 
cars, the pastel shades probably 
having the widest appeal.” 





Canada’s Importance as 
Buyer of U. S. Hardware 
Is Shown 

(From Our Washington Office) 

The United States supplied 86.8 per 
cent or $1,263,036 worth of Canadian 
purchases of stoves, enameled hollow- 
ware, tinware, other hollowware, iron 
toilet fixtures, lamps, lanterns, spades 
and shovels in the first five months of 


1931 with a total value of $1,455,070. 
Detailed figures of imports of these 
products by Canada are carried in the 
Foreign Hardware Trade Bulletin of 
the Iron and Steel Division, Depart- 
ment of Commerce, and are taken from 
the Dominion Bureau of Statistics, De- 
partment of Trade and Commerce. The 
United Kingdom was the second in im- 
portance in supplying these products, 
but sold only $111,480 worth. 
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RCA Victor 2 Volt 
Radio Receiver 


RCA Victor Co., Inc., 
Camden, N. J., offers this 
2-volt radio receiver for 
use in unelectrified sec- 
tions and districts served 
by direct current. Its per- 
formance is said to be 
comparable in perform- 
ance to a modern electric 
powered receiver. A low- 
drain 2-volt tube is used 
in connection with the so- 
called air cell battery. 
The circuit is said to pro- 
vide four times the audio output of an ordinary circuit using 
the same tubes and batteries. A fixed-magnet dynamic loud- 
speaker, included with the set, is said to provide a quality 
of tone and range of volume never before possible in a battery 
operated receiver. List price is $99.50 less batteries. 











Lionel Corp., New York City, has prepared some very un- 


usual original displays for the use of retailers. These may 
be used either in the window, or in an appropriate interior 
setting, providing in most cases an opportunity for action dis- 
plays. There are several different types of background avail- 
able from the company at nominal cost. Thoroughly modern 
and brilliantly colorful these displays are designed to show 
electric trains and accessories to advantage. Two examples 
are shown. Interested dealers can obtain further details and 
information about other displays direct from the manufac- 
turer. 
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No. 1925 


i The Last Word 
In Garage Hardware! 
HOS wow 
so do owners seek 


greater strength, im- 
proved convenience 





and more genuine 
value in Garage Hardware. The 
GRIFFIN Wrought Steel Garage 
Hardware Set shown here is built to 
meet this demand. It offers all that 
can be desired; and provides it with 
economy, too. Many other Garage 
Sets as well as GRIFFIN Hinges are 
shown in the new GRIFFIN Catalog 
which will be sent upon request. 





anufacturing Company 


ERIE, PENNSYLVANIA 








Branch Offices:- 
NEW YORK: 45 Warren Sr. BOSTON: 113 Purcnase Sr. 
CHICAGO: 162 NORTH CLINTON ST. SAN FRANCISCO: 703 Marker Sr. 
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SECRET 
SERVICE 


LE 


Soon Master will re- 
lease the greatest 
padiock contribu- 
tion the world has 
ever known. 

MASTER LOCK CO. 


MILWAUKEE, WIS., U. S. A. 
Wortd’s Lergest Pediock 


Mialsitelts 
DATGIOYak¢s 


Y, The only Genuine laminated 
Y case——it’s Patented: 











Unpainted Furniture Paves the Way 
to Two Profits 


(Continued from page 25) 


fully following directions on the 
can cannot be overemphasized. 


Water Stain 


“Water stains are more diffi- 
cult to use than oil stains, as they 
penetrate quickly. The surface 
should be dampened with water 
before the work is begun. Either 
a sponge or a large brush may be 
used for the application of the 
stain. Many consider a sponge 
preferable for this work. It is 
important to avoid using water 
stains too freely as an excess of 
water will sometimes raise appre- 
ciably the grain of the wood, ne- 
cessitating sandpapering. The 
water stain is applied directly to 
the bare wood. When dry (usu- 
ally two or three hours) apply a 
coat of clear shellac or a coat of 
liquid filler or sealer. (This filler 
coat is essential on soft wood 
but may be omitted when finish- 
ing hard wood.) When using 
water stain it is advisable to sand- 
paper lightly with 000 sand- 
paper after the sealer or filler 
coat and after all succeeding 
coats of varnish except the last 
one. To obtain a flat satin finish 
on varnish, rub the finish coat of 
varnish with a thin paste made 


up of powdered pumice and 
crude oil, applied with a felt pad 
or a piece of cloth or burlap, be- 
ing careful to rub with the grain 
of the wood and not with a cir- 
cular motion. 


Antique Maple 


“This finish can be secured by 
using the antique maple water 
stain and following the direc- 
tions as given under ‘Water 
Stain.’ 


Antique Wood Finish 


“A very effective antique wood 
finish may be secured by the sim- 
ple process of applying with a 
cloth directly on hardwood a 
mixture of burnt umber and 
crude-eil and waxing the piece 
with liquid wax. 


Oil Stain 


“It is advisable to brush the 
wood with a mixture of 74 per 
cent turpentine and 25 per cent 
linseed oil before applying the 
stain. Two or three hours after 
staining a liquid filler may be 
used (this treatment is sometimes 
omitted on hard woods). The 
work is then finished with one or 
two coats of varnish.” 





Why Railroads Are Seeking 
Higher Freight Rates 


Only twice in the history of American 
railways has their freight traffic de- 
clined during two consecutive years— 
in 1914 and 1915, and in 1930 and 
1931; and the decline in 1915 as com- 
pared with 1913 was only 8 per cent, 
while the decline in 1931 as compared 
with 1929 has been almost 27 per cent. 
This unprecedented decline of freight 
business is the principal immediate 


ngs ew 


cause of the troubles of the railroads. 
But the long decline of their pas- 
senger earnings and unwarranted re- 
ductions that have been made in their 
rates are other important causes; and 
anyone who considers without preju- 
dice all the influences to which they 
have been subjected during the last 
decade, and especially during the pres- 
ent depression, will feel no surprise 
that they have asked for a general ad- 
vance in freight rates, whatever he may 
think of the expediency of such an ad- 
vance.—From the Railway Age. 
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Mr. Glasser finds, appreciate the 
advice and help the store extends. 
He declares that the more atten- 
tion paint customers receive the 
better they like it. As ‘a conse- 
quence, the use of ladders is ar- 
ranged, the proper method of ap- 
plication explained and other 
points described that will give 
home-owners a better idea about 
how to go about doing a good 
painting job. Frequently, espe- 
cially if the home-owner is paint- 
ing his home for the first time, 
Mr. Glasser calls while the job is 
under way to ask if he can be of 
any service. 

Glass is considered the most 
profitable item in the store and 
much of it is sold to paint cus- 
tomers. It has been Mr. Glasser’s 
experience that there is very lit- 
tle breakage in handling the line 
and even if an occasional piece is 
broken, salable sizes can be cut 
from the broken pieces, so that 
no loss is incurred. The cus- 
tomer pays for any waste and 
many of the remnants can be cut 
to smaller sizes which are in de- 
mand. Glazing service is pro- 
vided and the income from this 
source alone is larger than might 
be surmised. In stocking and 
cutting glass the rack and table 








How Glasser Tripled Paint Sales 


(Continued from page 31) 


shown in an accompanying illus- 
tration is considered indispens- 
able. Mr. Glasser constructed 
the rack after noting a similar 
rack illustrated and described in 
HarpwarE AGE. 

With women playing an in- 
creasingly important part in buy- 
ing paint, the store makes it a 
point to be especially courteous 
to housewives who express an in- 
terest in painting. In nearly 
every instance, says Mr. Glasser, 
it is the woman of the house who 
decides that the home must be 
painted and who selects the pre- 
ferred colors. Currently, women 
in Pelham are showing a marked 
interest in painting household 
effects, with the result that quick- 
drying finishes are in excellent 
demand. This is largely attrib- 
uted to the fact that many house- 
wives are brightening up unsight- 
ly objects in their homes to make 
them more attractive during the 
coming winter. Also, some have 
apparently decided to make their 
present furniture serve until a 
more prosperous time arrives. 
Through little effort and at nom- 
inal expense, present furnishings 
by being refinished are being 
made more attractive. 





Travelers’ Association Objects to Proposed Freight 
Rate Increase 


(From Our Washington Office) 

Pointing out that traveling salesmen 
are customers of the railroads engaged 
in overcoming sales resistance that 
stimulates the flow of freight, Sidney 
W. May, chairman of the Committee 
of the New York State Travelers’ Asso- 
ciation appeared before the Interstate 
Commerce Commission recently in op- 
position to the proposed 15 per cent 
general freight rate advance. He de- 
clared that the function of traveling 
salesmen will be greatly handicapped 
if an increase in freight rates must be 
added to the cost of merchandise which 
they sell. 
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“If the railroad executives had any 
vision or merchandising knowledge 


they would realize that the proposed | 
increase will kill the goose that lays | 


the golden egg,” he said. “The rail- 








Armstronc 
WRENCHES 


are above price 
competition — like 
gold pieces their 
worth is established 


People no longer haggle over the value of 
coins, and tool buyers—those who buy intelli- 
gently and often, who make your most profit- 


able customers—never question the price of a 





wrench fhat bears the Arm-and-Hammer Trade 
Mark, ARMSTRONG WRENCHES are accepted 
as the standard—in strength, design, material 


and workmanship. 


Drop forged from selected Carbon or Chrome- 


Vanadium steels, they come on boards, in 
boxes or in sets. 37 types, all sizes. They give 


satisfaction and build repeat business. 


roads will suffer in even greater degree | 


than traveling salesmen.” 

"Mr. May charged that the railroads 
are directly responsible for so many 
traveling men utilizing buses and their 
own automobiles, when they would pre- 
fer to travel on railroads. He stated 
that this method of traveling is increas- 
ing and once lost it will be very hard 
for the railroads to recapture it. 


| ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People“ 
314 N. Francisco Ave., Chicago, U.S.A. 






Write for Catalog B-27, 
176 pages of Quality Tools 
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KE KEES Set 


PROFIT MAKING 
HARDWARE SPECIALTIES 





KEES CORN HUSKERS 
The Original Husking Hooks 


Since 1892 Kees Corn Huskers have 
held the lead because they make it 
possible to husk more corn with less 
effort. They save the 
wrist from strains, 
protect the hand and 
reduce 
motions necessary to 
husk corn. Made of 
special quality cold- 
rolled steel; nickel 
plated and mounted 
on heavy leather. 
The Thums Hook pie- Worn with or with- 
_ oa” sotting out gloves. Made in 

a number of differ- 


number of 





ent patterns, help you meet every de- 
mand. Write for sample and catalog. 


F. D. KEES MFG. CO. 


Beatrice, Nebraska 











Chicago's Favorite Hotel 


The most experienced travelers select the 
BISMARCK as Chicago’s outstanding hotel. 
Right in the heart of all business, social 


and civic points of interest. An ultra- 
modern building equipped with every com- 
fort-contributing luxury. Famous for its 
cuisine and excellence of service. All din- 
ing rooms and coffee shop are artificially 
cooled. Write for booklet with down- 
town map. 


Rooms, $2.50 up— 
With Bath, $3.50 up 





BISMARCK 


HOTEL CHICAGO 
| RANDOLPH AT LASALLE 
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How Devery and Donohue Became 
Good Collectors 


(Continued from page 33) 


dairy herds, and managed by 
Tom Donohue. 

“It was the purchase of that 
first farm and the debt we sad- 
dled there,” said Mr. Deverey, 
“that forced us to become good 
collectors. It changed the whole 
course of our business. We have 
never been loose about credits 
since that time. It has changed 
the whole policy of the house. In- 
stead of trying to meet the other 
fellow’s cash price now, and put- 


ting it on the books, we make our 
own price now and stick to it; 
and let the other fellow make his 
own prices and terms.” 

John W. Deverey and Thomas 
F. Donohue have been together 
as partners in the hardware busi- 
ness and the farm owning and 
operating business now for thirty- 
five years, and both declare they 
have never had a quarrel. A 
good partnership mark for others 
to shoot at! 





Home Town Products Boosted 
By Novel Window Display 


EILLY BROTHERS & 
R RAUB, Lancaster, Pa., 
conceived a unique meth- 

od of boosting products made in 
Lancaster County. Manufactur- 


ers are allowed the free use of 
one-half of a large show window 


cannot help but noting the attrac- 
tive displays. 

U. Grant Barr of the firm said 
the displays have disclosed that 
many local residents were not 
familiar with the wide variety of 
articles made in Lancaster Coun- 


«| HARDWARE 


in the store for a period of one 
week to display their products. 
As the store occupies a prominent 
location on the principal business 
street in the city, many passers- 
by, both resident and transit, 





ty and that they have evoked 
much favorable comment from 
many sources. Those citizens 
who take pride in supporting lo- 
cal industries have been espe- 
cially enthusiastic in their praise. 
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The manufacturers have likewise 
appreciated the store’s interest 
in their wares. The latter fact 
is perhaps the best exemplified 
by the schedule for the displays 
which, at the time of our visit, 
was booked for twenty-five weeks 
in advance. 


ESET 
Dazey Churns 
sold only through 


Jobbers = Dealers 


The DAZEY has been the leading 
Churn for many years and has 
always been sold through legiti- 
mate Jobbers and Dealers. En- 
dorsed by Good Housekeeping 
Institute, State Agricultural Col- 
leges, and Scientific Buttermakers 
everywhere. It is strictly a 
“Quality” Churn. Only the best 
sauetle are used and carefully 
assembled. Made in sizes to suit 
everyone’s requirements, from 2- 
quart to 10-gallon. The extension 
of electric power lines into rural 
districts has opened up a new field 
for DAZEY Electric Churns. 


Recommend DAZEY CHURNS 
for mixing PAINTS, LACQUERS ¢ 
and PASTE—A NEW FIELD! 





Farm Prospects Brighten 
In Midwest States 


Live stock and dairy farmers are 
beginning to realize a comeback from 
recent adverse conditions. Cattle have 
topped the Chicago live stock market 
for the first time since last April. But- 
ter and egg prices have continued a 
slow, but steady rise of over 20 per 
cent in the last two months. Packers 
seem to have reduced their surplus 
meat stocks enough to justify a better 
market. 











nished with removable, reversible clamp. 


Posted farmers express the belief ° 
that a capable feeding program now Order from Your Jobber 
will bring good returns on the grain Dazey Churn & Manufacturing Company 
St. Louis 


and overhead. If the feeder cattle 
were bought right, present prices 








Dazey Sharpit—All purpose household Sharpener. Requires no 
skill. The original Sharpener of its type. Patented 
wheels. Attractively finished in rust-proof electro plating. 












S ‘ TPR Sm A ioe POY EY Rance teehee aoe 
should return the experienced _live- REESE EL RRS LEARNS 


stock farmer at least 75 cents a bushel 



































for corn. The total of cattle on feed 
in 11 midwest states on August Ist 
was also shown to have declined. 13 per 


cent in the last year. There is a siz- ON TH E OUTS | D E é) 


able decrease in proportion of cattle 


weighing over 1,100 pounds to be mar- 

keted during the next four months. A LOOK | NG | — 
third factor favoring live-stock prices 
in midwest states is the drastic de- 


pletion of stock from the drought rid- Even the inquisitive youngster with 

den and grasshopper ravaged states. snub nose pressed against your window 
Recent rains were sufficient for the is a prospect for a pair of skates or a 

needs of vegetation, and crops gen- 

erally made good progress, in the — 

lower Missouri Valley, southward to The commuter, the farmer, the house- 

the east Gulf area, in the Atlantic : : s 

states and in Ohio. wife, all who ised ona judge 
Some outlets are opening up for tas and oe merchandise by — 


part of our burdensome surplus of window displays. 
wheat, in the exchange of 25,000,000 
bushels with Brazil, for coffee, and the 


prospect of demand to meet China’s and you will find the window display 
staggering flood losses. Chicago is ideas appearing constantly in HARD. 
even reported to have sold a little of : 

our record-low-priced wheat in Ger- WARE AGE of ee ee 
many. All grains are selling at about Don’t neglect your best invitation to 


the cost of production, or lower. Un- 
der such conditions there is always re- 
sistance to further declines and indi- 
cations are of a steady return of 
confidence. 


new and increased business. 








“Business goes where it is invited—,” 
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~ (CHICAGO) - 
SPRING HINGES 
New “Sagless” Spring Pivot-Hinge 





Type 4007 


Exterior Tension Adjustment 


An improved hinge for the gates in modern buildings 
and for replacing obsolete equipment in buildings to be 
made modern. 


The exterior tension adjustment permits regulating the 
spring power, after the gate has been hung, to suit 
different sizes and weights of gates or individual 
preferences. 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
U.S. A. 
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Pd Your customers will see the light 
e « « - and buy it. They won’t even try 
4 to resist the lure of ‘New Lamps for 


Old”... the $1.50 Trade-In Offer... the 
Lowest Prices In History... the National 
Advertising tie-ups. These are all part of 
the New Coleman Fall Selling Plan. Other 
features (for dealers only) are the Free 
Lamp with each order and the Generous 
Profit... your usual margin retained for 
you. Write for full details .... your 
Jobber, or 


The Coleman Lamp & Stove Company 
Wichita, Kansas QD37 


Coleman 


LAMPS 




















“Easy-Out”’ 
Ice Tray 


The “Easy-Out” all 
metal twin ice tray is 
formed from one piece of 
metal but in two separate 
compartments with an in- 
verted section extending 
the full length of the tray. This design is said to expose more 
metal to the cold air, cooling the water and frozen desserts 
not only from the sides but through the center. It is made 
of copper alloy with a heavy coating of pure tin. Tray is 
sanitary, odorless, easy to clean and has no sharp corners to 
collect dirt. Grid is of one piece Zig Zag metal, made of 
special tempered copper alloy, coated with a heavy surface 
of tin. Unusual design makes ice in attractive bar shape, the 
bars being formed below as well as above the grid. Grids 
are interchangeable. Although grid fits compartment closely 
it is so designed that the compartment is easily filled, the 
water quickly reaching the proper level. McCord Radiator 
& Mfg. Co., Detroit, Mich., makes these trays in six sizes 
to fit most popular refrigerators. 








Hygrade 30 Watt Decorative Lamp 


The Hygrade Sylvania Corp., Hygrade Lamp Division, 
Salem, Mass., will have ready for delivery, Oct. 1, 1931, a 
30 watt decorative lamp, in 115- and 120-volt types. It is 
known as the G-19 and is slightly larger than the present 
G-18% bulb. It is said to have an average life of 600 hours 
and lists at 15c each. Lamp is offered in inside-frost and 
outside coated finishes. 





Jefferson Plug Fuse Display 
Stand and Plug Fuses 


Jefferson Electric Co., 1500 S. Laflin St., Chi- 
cago, IIl., offers dealers this all steel merchan- 
dising stand for stocking a complete line of popu- 
larly used sizes of fuses. Display pictures in lithographed 
colors on the front of the stand, the “folly of being caught 
without a supply of plug fuses.” Jefferson plug fuses with 
the visible element and 
insulator top, are rated 
at 125 volts, 3-30 amps. | Saaaiaeanenpe 
Fuse has safety insulator 
top with cutout which 
is filled with clear mica 
and_ specially formed 
fuse /element makes it 
possible to see at a 
glance, whether fuse is 
blown. Fuses of 15 
amperes or less have 
hexagonal openings, while those having capacity above 15 
amps. have round openings. Dealer cost of assortment P-1, 
comprising 100 fuses and display stand is $3.25, while the 
P-2 assortment includes 200 fuses and display stand, costing 
the dealer $6.25. There are fifty fuses in a carton and retail 
packages contain five fuses. 











Westinghouse 30 Watt 
Mazda Lamp 


The Westinghouse Lamp Co., New York City, announces 
a vacuum type 30 watt Mazda lamp in a G-19 bulb, available 
Oct. 1, 1931. It is designed for a life of 600 hours and will 
be supplied in only two voltages, 115 and 120. List price 
will be 15 cents. In addition to the standard inside frosted 
style, Westinghouse 30 watt Mazda lamps will be outside 
coated in five colors; namely, white, ivory, flametint, rose 
and red. . 
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Super Thermos Bottles 
With Atherlite Cups 


The Super Thermos Bottle has a glass filler, 
which is not easily broken, according to the 
maker, The American Thermos Bottle Co., Nor- 
wich, Conn.. No. 32% is a half pint bottle, 
while No. 32 is a pint bottle. Both models list 
at $1.50 each with one molded Atherlite cup. 
Cases have Burgundy crystalline finish case, 
and polished aluminum shoulders. The No. 
32Q quart bottle has the same features as the 
smaller sizes, but includes 3 extra Atherlite 
cups that nest under the large cup. List price is $3.00. 
Lunch kit No. 332 with pint bottle is built of strong metal 
with black finish outside and sanitary lacquered interior. It 
is easily cleaned and thoroughly ventilated. Patented fast- 
ener holds bottle securely in place. Bottle has Atherlite cup. 
Shipping weights and number of individual decorated cartons 
per shipping carton are: No. 3214, 23 lb., 20 cartons, No. 
32, 16 lb., 10 cartons, No. 32Q, 30 lb., 10 cartons and No. 
332, 31 lb., 10 cartons. 








GE 30 Watt Mazda 
Decorative Lamps 


General Electric Co., Schenectady, N. Y., recently an- 
nounced a new line of decorative lamps, listing at 15c. each. 
The lamps are made in the 30 watt size, spherical bulb shape, 
in two standard voltages, 115 and 120 volts. They are avail- 
able in a variety of six bulb finishes and colors. The lamps 
are intended: primarily for decorative purposes but may also 
be used for general illumination. The company states that the 
price represents a 25 per cent lower price than that at which 
standard lamps have previously been offered. 


Mohawk Model 4 
Electric 
Refrigerator 


The All-American 
Mohawk Corp., N. 
Tonawanda, N. Y., 
makes this 4 cu. ft. 
model Mohawk elec- 
tric refrigerator. It 
stands 511% in. high 
with legs, 2234 in. 
wide and 22 in. deep. 
Shelf area is 6.6 sq. 
ft. The Duozone unit 
incorporated in all 
Mohawk models is 
included in this 
model. Exterior fin- 
ish is smooth glis- 








tening heated lac- 
quer, while interior is of seamless white porcelain. Methyl 
Chloride is used as a refrigerant in this model. Motor is of 


1/6 hp., low speed piston type. This model was designed to 
meet the requirements of the small home or apartment for two 
people. There are three ribbon type shelves with handy ar- 
rangement on lower shelf for accommodation of milk bottles, 
etc. There are two ice cube trays, having total capacity of 
36 cubes. 
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“T |; Packages’? do away with breaking the 
large Standard boxes. Each “Handy Package” 
contains two 6-inch sets of Alligator Steel Belt B 
Lacing, two sectional rocker hinge pins and gauge 
pin. A“Handy Package” to handle and a larger sale 
than usual to the buyer who uses small quantities Fy 
of belt lacing. There are ten “Handy Packages” to Pp 
the carton. Sizes 15, 25, 27 and 35. 


See jobber’s catalog or ask his salesman. 
FLEXIBLE STEEL LACING CO. 


4616 Lexington Street Chicago, U. S. A. 
In England at 135 Finsbury Pavement, London, E. C. 2 











NO MAIL ORDER HOUSE | 
Or Cut Rate Agency— 


Can handle Miller RED DOT Keyless Padlocks. 
Consequently the field of sale opened to the alert 
dealer and wide awake jobber is that much 
greater. This is important to every legitimate 








Since 1889 


hardware firm. 

* Our 42 years’ experience manufacturing keyless 
locks of all types has enabled us to produce a lock 
which is the greatest development of its kind. 

Millions of Miller Keyless Locks are giving excel- 


lent service in this country and abroad, some after 


being in use 25 years and even more. Think 


what that means! 


Now is the time for the progressive hard- 
ware dealer to get in on the ground floor. 
We cannot at present give complete de- 
tails, but the coupon will bring advance 


Company 


201 Lock St. Dept. B Kent, Ohio 


information. 
. The J. B. MILLER Keyless Lock 
| 


The J. B. Miller Keyless Lock Co. 
201 Lock St. (Dept. B) Kent, Ohio 


Gentlemen: 
Please send further information on your new RED DOT Keyless 
Padlock. 
(check) 
WERE TARDE «0:0 occ Cecic ccc cevesticedcacsvecvessseese Consumer 
Dealer 
Jobber 


INDIVIDUAL’S NAME 
CITY 


sere cece cece seeseseseeeseses MPEMLE seen eeseasesserne 

















SCREEN DOOR 


(IK) CLOSERS 


Outstanding construction advantages are now offered in 
the two Ilco Screen Door Closers. Both models are fast 
selling and make possible worth-while profits to the hard- 
ware dealer. The ILCO SENIOR, shown above, is priced 
to retail at $1.50 to $2.00; the ILGO JUNIOR, below, may 
be retailed at 75c. to $1. 00. Each has a solid brass 
cylinder and a scientifically designed leather washer and 
steel expansion ring to maintain efficient suction. A wide 
range of adjustment is possible by turning a convenient 
regulating screw. hey may be used on either right or 
left hand doors. 


Write today for prices and information on free demon- 
stration material. 


THE INDEPENDENT LOCK COMPANY 
FITCHBURG, MASSACHUSETTS 








and Profit with 


GéB 


LOF.N Ow 4 
Products 
Staacaiiea”, 


ioe f 


LOOK FOR THE “G«B” LABEL -- YOUR PROTECTION AGAINST SUBSTITUTION 


~ Catal peck ma senced er oe , 
PREFERENCE: r evegch onmtialy. seceding phe weeding thew FJ 
and SERVICE which have established the name of “G & B” as a guaranty of dependability — 


The Gilbert & Bennett Mfg. Co. 
WIRE CLOTH, NETTING and FENCING 
new Yeu uy tivanized Stee! Wire Cloth in all Meshes and Gauges 











Stewart-W arner 
Write-It-Urself 
Signs 

The Stewart-Warn- 
er Luminous Write- 
It-Urself sign con- 
sists basically of a 
writing surface of 
especially clear and 
transparent glass, 
mounted in a frame 
and with a base. In 
the base is included \ 
the lighting equip- \ 
ment, which sends 
light rays up through the glass to illuminate such lettering as 
appears thereon. Due to the construction of the sign and the 
jet black backing of the glass, the illumination affects the 
lettering only. Actual colors used in writing the sign show 
on the sign surface. With these signs a daily change of mes- 
sage is possible. A complete kit of green, white and red pencils 
is supplied with which messages can be written on the sign 
surface as well as a bottle of erasing fluid with which messages 
can be rubbed off with a piece of cloth. There are two types, 
for counter use and for hanging, the latter type having il- 
lumination source in upper level instead of the lower part 
of the frame. Prices range from $7.50 to $14.50, western 
prices being slightly higher. The Stewart-Warner Write-It- 
Urself Neon sign is similar to the other type except that the 
source of illumination is a genuine Neon tube. Neon tube and 
sign is made in only one size, 19 by 24 by 5% inches. It is 
adaptable for use where a permanent advertising feature is 
desirable at top, while the lower part sign is usable for 
Write-It-Urself purposes: The Same applies to the luminous 
type. Neon sign is for use with A.C. current only. Current 
consumption is said to be very small. The maker is Stewart- 


Warner Corp., 1826 Diversey Parkway, Chicago, III. 








Arrow Appliance Accessories 


The Arrow Electric Division, The 
Arrow-Hart & Hegeman Electric Co., 
Hartford, Conn., is offering im- 
proved heater plugs, sockets, cur- 
rent taps and heater cord sets. 
Heater plugs are of molded brown 
Bakelite, permanently held together 

/ by a spring clip at the bottom of 
the plug and a collar spring at the top. Spring clip adjusts 
itself to expansion, contracts and sudden yanks or twists. 
There are no screws to fall out or get lost and the plugs are 
very easily wired. In the switch plug, mechanism has no 
exceptionally long break with high current carrying and 
breaking requirement. Cadmium finished contact fingers are 
extra heavy to withstand high heat and the mechanical strains 
of continuous plugging in. List prices are: No. 7762 standard 
switch plugs, 44c; No. 7760 standard switchless plug, 18c, 
and No. 7761, pony switchless plug, 18c. Sockets and current 
taps have patented finding grooves in sides where attachment 
plug is inserted. Contour of these grooves leads the fingers 
in the attachment plug directly to the contact slots. Finding 
groove is modernistic in design and is of lustrous brown 
Bakelite. List prices are: No. 7773, 2-way sockets, 20c; No. 
7774, current tap, 22c, and No. 7772 cube tap, 17c. Heater 
cord sets, which vary in list price from 60c to 93c, are as- 
sembled with improved plug cap, 3000 cycle test heater cord 
and screwless switch plug. They are offered with switch plugs, 
with plugs but without switch, and with cube taps, 6 or 9 
feet of cord, with 6 or 8 feet of cord. 
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Coleman Radiant 


Heater No. 9 50 years on a DOOR 
is o good for:'50 years more 


The No. 9 Cole- 
man Radiant heater, 
made by The Cole- 
man Lamp & Stove 
Co., Wichita, Kan., 
is offered to retail 
for the suggested 
price of $16.50. Deal- 
er cost is $11.00. Al- 
though smaller than 
the Coleman model 
No. 5, it has a big 
heating capacity. Its 
seven full-size radi- 
ants produce a fan- 
like zone of fresh, 

















HUTA NESS 





clean and _ healthful l 

heat, says the maker. It is 1814 by 16 by 7% inches, with Notabene 

a net weight of 20 lb. Heater is finished im brown baked The solid bronze Bommer Spring Hinges swinging the 
enamel with porcelain enamel top and glistening nickel trim. big front doors of the old Bank of Manhattan at 40 Wall ° 
It has a polished aluminum heat reflector. The maker states St., New York, since 1880 were still in excellent condi- 
that although low in price it provides a portable gas heater = when that building was demolished in 1929 to be 
rime b dth ‘enbis replaced by the new Bank of Manhattan skyscraper of 
or homes beyon € gas . 73 stories which is also equipped with Bommer Spring 


Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


tRADE /BOMMER, marRK 
Stanley Gasket 


Punches and Millions and Millions of People 
Two-Edge Scraper are Pushing Bommer Spring Hinges 
The Stanley Rule & See Seaee 






























Level Plant, New Factory at Brooklyn, N. Y. 
ae Gea & Britain, Conn., offers 
Se y scraper No. 292 with 


double edge, reversible 
blade, making it par- 
ticularly handy for 
floor work, removing 
stencils from boxes 
and general scraping 
work. Blade is of high 
i quality tool steel, so 
Be namsoeta designed that it can be 
resharpened with a 
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file. It does not require 
a hook, thus eliminat- 
ing the usual task of 
burnishing. Blade is 
reversed by loosening 
of two screws and 
turning and tightening 








Meet Christmas half way 


Ina month your customers will start 
thinking about Christmas. Your 
planning should start now. Heller 
Display Tables will help get the 





of blade. Leather pad 
provides solid seat 
for the blade and 




















eliminat Hi  chettae CP extra dollars that show the real 
: : a compost margin. It’s always the displayed 
Hardwood handle is lacquered in orange and body is sian tiiidhicas. Chink aul Plame seams 


japanned. A new line of gasket punches has also been brought HELLER EQUIPMENT _ ..4 you can bank on real Christmas 


out by the same company. They are particularly useful for PAYS ITS OWN WAY profits for 1931. Sign name in mar- 
cutting clean, round holes in automobile gaskets, such as gin and mail today; your free copy 
Why attempt to use of “The Story of Jim King” will be 


granulated cork, sheet composition, soft asbestos, etc. Bevel : E ; 
old-fashioned fixtures—- mailed at once. 


is on inside, and outside diameter is a perfectly true circle. pact : 
Body of punch is of high carbon tool steel, with shanks when scientific Heller : 
machine knurled and. ends polished. Helical spring and | Equipment pays its own L s 


ejector plug eject the waste slug from the punch. Punches way? Buy Heller Equip- W. C. HELLER & CO 


are made in 8 sizes from 3/16 to 5% inches in diameter, all ment on time, and let 700 Genet $ 
31% inches long and are available in either separate sizes or these star salesmen make Montpelier, Ohio 
in handy canvas kits containing four different sizes. | their own payments. sles Verh O0ttee: 5B Winei'@t.:uite 60h 
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OF 
THE 


STANDAR COUNTRY 


Known everywhere by name 
and récognized as the stand- 
ard friction tape of the coun- 
try—Bull Dog Friction Tape. 
Nationally advertised. 1, 
2, 4 and 8 ounce rolls. 
In full color cartons 
packed in full color dis- 
play containers. 


BULL DOG 


FRICTION 


TAPE 














Rubyfluid is having a wonderful 
sale in Hardware stores, because 
. has proved a perfect soldering 
ux. 


It does not correde or tarnish and 
is very economical to use. We'll 
be pleased to mail you a FREE 
Sample and quote prices. 


THE RUBY CHEMICAL CO. 
68-70 McDowell St., Columbus, Ohio 











POULTRY SUPPLIES 





Moe’s Big Boy Feeder 


Moe’s Line—A standard complete line of Poultry Equipment. 
sold wherever poultry is raised and nothing better made. 
Write for new 72-page Catalog and Prices. 


WoEFT & COMPANY 


2305 Davis St. North Chicago, II. 











DO YOU KNOW 


that aggressive hardware dealers 
are increasing their annual profits 
by selling the quality line of 

















| S-6 sets. Model S-8 











Wallace 
Kitchenware 


Illustrations show 
members of the Wal- 
lace Bros. kitchen 
specialties line. In- 
cluded in the line 
are wood handle 
kitchen __ specialties, 
stainless metal 
kitchen specialties, 
chromium plated flat- 
ware and_ cutlery, 
tinned flatware, cut- 





lery and specialties, 
and nickel plated 
flatware and cutlery. 
- The No. 83 kitchen 
set comprises wooden 
rack with two screws, 
an apple corer, a 
cake turner, a can 
opener, a_ kitchen 
fork, a kitchen spoon, 
a ladle, a mixing 
spoon, a potato mash- 
er, a spatula and a 
whipping spoon. 
Handles may be 
ordered in red, blue, yellow, white green tip, green cream 
band, or two tone green on some items. Stainless items are 
furnished in solid colors only. Potato masher is tinned, but 
the other utensils in the set are nickel plated. Rack is of 
green color. Dealer cost is $9.50 per dozen sets, while sug- 
gested retail price is $1.25 per set. Ivory green tip cake 
turner, nickel plated, with plain or pierced blade costs dealer 
$9.00 per gross. Ivory green tip kitchen spoon, nickel plated, 
also costs dealer $9.00 per gross. Suggested retail price on 
these items is 10c each. Wallace Bros., Wallingford, Conn., 


is the maker. 








Lyric Radios 


The recently 
introduced _ super- 
heterodyne line of 
Lyric radio sets of- 
fered ‘by the All- 
American Mohawk 
Corp., N. Tona- 
wanda, N. Y., in- 
cludes the S-8 and 


is an eight tube set, 
which is housed in 
an attractive cabinet 
of full sized console 
type. Chassis has 
eight full tuned 
superhetero- 
dyne circuits, em- 
ploying variable 
Mu and_ pentode 
tubes in push-pull. 
The Lyric midget 
model S-6 has six 
full tuned superhet 
circuits. Cabinet is 
of Vogue design. 
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WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
G, M. Baird & Co., Memphis, Tenn. 
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Two Big Selling 
Lfaisdelf 


Items 


Blaisdell No. 660 is the big, 
profitable selling pencil to 
Carpenters and Builders. Its 
soft lead is of superior qual- 
ity and permits smooth, clear, 
rapid marking. The Genuine 
Blaisdell is easily identified 
by its attractive bright Red 
color. 
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Blaisdell No. 1151 is the fav- 
orite marker for Lumbermen, 
Surveyors, Shipping Clerks, 
Railroad and Steel Mill Work- 
ers and others. Makes a clear 
waterproof and weatherproof 
mark on all lumber. Made 
in nine distinctive colors that 
do not fade. 
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Order from your Jobber. 


Sa isce ff PENCIL~- COMPANY 


PHILADELPHIA USA. 
Awarded Gold medal Sesqui-Centennial 1926 




















STERLING jou'canteature 
PLITZ 


with bigger profits and 
TRADE MARK REGISTERED 








faster sales for it 


Costs 
LESS 


ésed ae edges--more nails per pound -- 
made from virgin steel -- less bent nails -- less 





split wood. 
MADE IN ALL SIZES OF 
COMMON CASING FINISHING 
CEMENT COATED BOX 





LARGE HEAD ROOFING NAILS 
SPIKES and SPECIAL NAILS 


WRITE FOR FREE SAMPLES 


NORTHWESTERN BARB WIRE C0. 


Since 1879 STERLING, ILLINOIS 





For Your Profit’s Sake... 


be sure the casters you sell are 


NOETIING 


7AUL 


VU wot Reids Los 
Canadian Factory 





4 : Pivot Bearing _Ball Bearing 


ie 


CAST 


Angeles High Point N a 


Stratford Olivia 


Grip Neck Institution Casters Truck Casters 


A Complete Line 





1931 
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“IVES” Patent Ventilating Lock 





{! 


Shewing Window Showing Window 
Closed. Open. 


Manufacturers of 
“Quality Hardware Since 1876” 


Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 








WICK WIRE BROTHERS 
GRAY-WICK WIRE CLOTH 


Popular seller. Wire is drawn from Open 
Hearth Copper Bearing Steel % gauge 
OVERSIZE. Regsts rust better than or- 
dinary steel wire. 


We control every operation. Electro Plating 
is of 8 to 10% Zinc Coating, heavily enameled 
—a double protection against corrosion. 18 
to 48 in. widths, double selvage. Ask your 
Jobber. 
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NO SPECIFICATION 
sounder can Ge MADE 


Those who specify Sargent Hatdware have come to 
consider it—not merely as equipment of the required 
high quality—but as an additional means of express- 
ing true character in decoration. Sargent & Company, 
New Haven, Conn., New York, Chicago. Belleville- 
Sargent & Co., Ltd., Belleville, Ontario, Canada. 


SARGENT 


LOCKS AND HARDWARE 

















LAMS 


& SESSIONS CO. 


CLEVELAND, OHIO 





Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 
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Convention Calendar 


AMERICAN ASSOCIATION OF MasTER LocksmirTHs, Fourth 
Annual Convention, Hotel Stevens, Chicago, Ill., Nov. 2, 
1931. J. Y. Goltz, secretary Chicago Chapter, 2539 Mil- 
waukee Avenue, Chicago, IIl.; Walter S. Orrell, secretary 
Grand Lodge, 206 Pearl Street, New York City. 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
ConvEnTION, New Palmer House, Chicago, IIl., Oct. 19, 
20, 21, 22, 1931. Charles F. Rockwell, secretary-treasurer, 
342 Madison Avenue, New York City. 


Iowa Retart HARDWARE ASSOCIATION CONVENTION AND 
Exu1sition, Des Moines, Feb. 9, 10, 11, 12, 1932. Con- 
vention sessions will be held at the Hotel Savery, and the 
hardware exhibit at the Des Moines Coliseum. Philip R. 
Jacobson, secretary, lowa Hardware Building, Mason City. 


Ituinois RetarL HARDWARE ASSOCIATION CONVENTION 
AND Exuisit. Headquarters and meetings, Hotel Sherman, 
Chicago, Jan. 12, 13, 14 and 15, 1932. Exhibit at Mer- 
chandise Mart, Jan. 11 to 16. Paul M. Mulliken, manag- 
ing-director, 1141 Merchandise Mart, Chicago, II. 


Kentucky HarpwareE & IMPLEMENT ASSOCIATION Con- 
VENTION AND EXHIBITION, Seelbach Hotel, Louisville, Jan. 
19, 20, 21, 1932. J. M. Stone, secretary-treasurer, Room 
9, Seelbach Hotel, Louisville. 


MicuHIcAN RetarL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Detroit, Feb. 2, 3, 4, 5, 1932. Harold 
Bervig, secretary, Marine City. 


Minnesota Retart HARDWARE ASSOCIATION CONVEN- 
TION, New Auditorium, St. Paul, Jan. 26, 27, 28, 29, 1932. 
Chas. H. Casey, manager-treasurer, 2344 Nicollet Ave., 
Minneapolis. 


Missourt RetTaiL HARDWARE ASSOCIATION CONVENTION 
AND ExHIBITION, New Hotel Jefferson, St. Louis, Feb. 16, 
17, 18, 1932. F. X. Becherer, secretary, 5106 North Broad- 


way, St. Louis. 


NATIONAL HARDWARE ASSOCIATION CONVENTION, New 
Palmer House, Chicago, IIl., Oct. 19, 20, 21, 22, 1931. 
George A. Fernley, secretary-treasurer, 505 Arch St. 
Philadélphia, Pa. 


New Encianp Retart HARDWARE DEALERS ASSOCIATION 
CONVENTION AND EXHIBITION, Mechanics Building, Boston, 
March 2, 3, 4, 1932. Convention, Paul Revere Hall; Ex- 
hibition, Machinery Hall. Headquarters, Hotel Statler, 
George A. Fiel, secretary, 140 Federal St., Room 225, 
Boston, Mass. 


New York State Retait Harpware Association Con- 
VENTION AND Exposition, Feb. 2, 3, 4, 5, 1932. Exposition 
will be held at Madison Square Garden; headquarters, 
Hotel Edison, Forty-seventh Street, west of Broadway. 
J. B. Foley, secretary, manager, 510 Hills Bldg., Syracuse. 


NortH Dakota Retart HARDWARE ASSOCIATION Con- 
VENTION AND EXHIBITION, Fargo, Feb. 10, 11, 12, 1932. 
C. N. Barnes, secretary, Grand Forks. 


Oxu1o Harpware AssociATION CONVENTION AND EXHI- 
BITION, Columbus, Ohio, Feb. 16, 17, 18, 19, 1932. Head- 
quarters and meetings at the Deshler-Wallick Hotel. Ex- 
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hibit will be held on the main floor of the New Audi- 
torium. James B. Carson, secretary-manager, 708 Winters 


Bank Bldg., Dayton. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE AS- 
sociaTION, INc., CONVENTION, Philadelphia Commercial 
Museum, Philadelphia, Feb. 9, 10, 11, 12, 1932. W. Glenn 
Pearce, Managing Director, Wesley Building, Philadelphia. 


SoutH Dakota RetaiL HarpwareE ASSOCIATION CON- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 
manager-treasurer, 2344 Nicollet Ave., Minneapolis. 


Goodrich 
Multispray 


The Goodrich Multi- 
spray is a sprinkling 
system built into Good- 
rich Maxecon hose, al- 
though the Multispray 
may be furnished with 
Goodrich De Luxe or 
Goodrich Rib Cord. 
Hose may be used 
with nozzle or a single 
large sprinkler at end, 
as well as with the 
Multispray attach- 
ment. Spray heads 
turn on or off without 
uncoupling. They are spaced approximately ten feet apart 
and are of about the 
same size as tire 
valves. Spray heads 
are held upright by 
metal supports with 
wide bases, which can 
be slipped on or off 
instantly. No uncoup- 
ling is necessary in 
order to use the hose 
with a nozzle or with 
a single large sprinkler 
at the end. A _ few 
turns of a thumb screw closes each spray head. Suggested 
retail selling price of the Multispray is $7.50 with 50 feet, 
5% inch black hose. The B. F. Goodrich Rubber Co., Akron, 
Ohio, is the maker. 


Phenix 
Easy-Rest 
Rockerless 
Rocker 


This chair for 
porch, terrace, lawn 
or deck use _ will 
rock with ease and 
is adjustable to any 
position. Frame- 
work is of solid 
oak, bolted and 
riveted together. 
Chair is finished in 
golden orange and 
black with 8 and 10 ounce canvas 
seat covering in modern striped 
patterns. The “easy-rest” rocker- 
less rocker is made by the Phenix Mfg. Co., 
N. Humboldt Ave., Milwaukee, Wis. 
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y BRUSH-NU COMPANY 


BALTIMORE MARYLAND \ 














Trow & Holden 
Stone Working Tools 


{ are leaders 
in their field 


Catalog Upon Request 
TROW & HOLDEN CO. 


Barre, Vermont 
















Profit Makers for Fall 


Women Everywhere Want 
More Decorative 
Curtain Fasteners 


Moore Push-Pin Co. 
PHILADELPHIA 


Made in blue, rose, 
amber, green, orchid 
and crystal, finished 
with fancy gilt de- 
sign. Very attrac- 
tive. 

Our Style U Dis- 
play, containing 48 
10c. blocks,’ either 
large or small Fast- 
eners, will sell itself 
quickly. Ask your 
Jobber. 
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COLUMBIAN ROPE COMPANY 


Philadelphia 


COLUMBIAN in: ROPE 








CLASSIFIED OPPORTUNITIES 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not be addressed to box numbers. 





POSITIONS WANTED 


Special Rate, One Cent a Word; Minimum Fifty Words 
Adverti ts from ployed pted free of charge; inserted in two 
consecutively weekly issues. Box number address may be used. All replies 
will be forwarded by us post paid. 





SALES REPRESENTATIVES WANTED 


Set Solid, Minimum of Five Lines.... 
l-inch Box Display......-++++eeee08 
Four Consecutive Insertions, 10 Per Cent Discount 


eee ee eeeseseeeeeeeesee 


eee eee eeeseeseeesesee ' 








SITUATION WANTED—Salesman, twenty-seven years old, eight years 
selling for specialty house having an established clientele in Hardware, 
Variety and Department store trade in Southern Ohio and Northern Ken- 
tucky. Would like to make connection for a good factory line or with 
some reliable selling organization that has room for advancement to the 
right party. (Free to travel any place.) Best of references furnished on 
request. Address Box J-452, care of Harpware Ace, New York City. 





EXPERIENCED HARDWARE MAN, forty-two years of age, single, 
sober and industrious. Twenty years’ experience in wholesale and retail 
hardware business as manager, buyer and salesman. Want a position of 
responsibility and trust with some reliable firm. Can furnish good refer- 
ences. Moderate salary. Middle West or South preferred. Address Box 
J-462, care of Harpware Ace, New York City. 





HARDWARE MAN desires change, 17 years’ retail experience in 
general hardware store management, shelf and builders’ hardware, tools, 
paints and cutlery. Single, thirty-four years of age, excellent references. 
Salary secondary to opportunity. Address Box J-464, care of HARDWARE 
AcE, New York City. 


SALESMEN WANTED 


for Metropolitan New York and New Jersey. Must 
have a record showing ability to sell hardware. 
Give age, experience and references. Replies 


confidential. 


CHAS. J. SMITH & CO. 
410-430 COMMUNIPAW AVE., JERSEY CITY, N. J. 











CATALOG COMPILER, thoroughly experienced in hardware, tools, 
mill supplies, etc., capable of taking entire charge of making catalogs for 
jobbers or manufacturers. Can furnish sample pages or names of con- 
one of catalogs made. Address Box J-286, care of Harpware AcE, New 
Yor ity. 





EXECUTIVE, several years experience as Manager of Claims, adjust- 
ments and mail orders. Also experienced in all office departments. Mar- 
ried, desires connection with jobber or factory preferably operating in the 
Midwest. Address Box J-455, care of Harpware AGE, New York City. 





ALL AROUND MAN capable of_taking charge, experienced in the fol- 
lowing lines: Builders’ Hardware, Factory Supplies, Tools, Mixed Paints 
and Brushes, Sporting Goods, Fishing Tackle, Cabinet Makers’ Supplies, etc. 
Address Box J-451, care of Harpware Acre, New York City. 





AGGRESSIVE SALESMAN, 33, married, for representation in Phila- 
delphia and nearby territory desires line catering to hardware and de- 
partment store trade. Best of references. What have you to offer? Ad- 
dress Box J-454, care of Harpware AcE, New York City. 





HARDWARE MAN with thirteen years’ experience in wholesale and 
retail hardware business desires permanent connection with reliable whole- 
sale or retail firm. Willing and conscicntious worker. Address Box J-460, 
care of Harpware AGE, New York City. 





ESTABLISHED ELECTRICAL HOUSE in Philadelphia specializing 
in hardware trade wants representation in the following _territories— 
Western Penn., Maryland, Delaware, New Jersey, excluding Camden area. 
Aggressive man with a following who desires a live sideline. References 
essential. Address, I. A. FRIEDMAN AND COMPANY, 353 N. Fourth 


St., Philadelphia, Pa. 





MANUFACTURERS of the best Christmas Tree Holder made require 
several additional representatives to work the retail hardware trade. 
Exclusive territory and 15% commission. Give references and full details 
as to territory in first letter. Address Box J-463, care of HarDWaRE AGE, 
New York City. 





WANTED—A resident commission salesman for sale of. nationally- 
known line of locks and builders’ hardware in the State of Ohio. Address 
with reference, Box J-461, care of HarpwAreE AcE, New York City. 





100 per cent pure Manila rope, 14c. 


ROPE SALESMAN WANTED. 
United Fibre 


1b. basis. Fast selling side line, five per cent commission. 
Company, 82 South Street, New York City. 





HARDWARE MAN, fifteen years’ experience in the retail hardware 
and paint business desires permanent connection with a reliable concern. 
Willing and conscientious worker. References. Address Box J-458, care 
of Harpware AGE, New York City. 





I HAVE HAD TWELVE YEARS OF EXPERIENCE with three years 
of road selling in shelf and builders’ hardware, paints, sporting goods, 
plumbing supplies, housefurnishings and farming implements. Can fur- 
wan best of references. Address Box J-456, care of Harpware Ace, New 

or. ity. 





SALESMAN, age 36, married, eight years experience Metropolitan dis- 
trict of New York. Large personal following in hardware, housefurnish- 
ings, electrical <a. nails, wire, desires position as salesman. Address 
Box J-457, care of Harpware Ace, New York City. 


SALES ACCOUNTS WANTED 


Set Solid, Minimum of Five Limes.......sccccescsesecsccess 
i-Inch Box Play. cccccccccccacececcscesssssccsssssess 


$3.00 
ee $5.00 
Four Consecutive Insertions, 10 Per Cent Discount 





MANUFACTURER’S AGENT, covering Eastern Penna. and New 
Jersey, wants additional lines. Hardware and Housefurnishings. Unusual 
representation by a High Grade man. If interested in real distribution, 
let me know what you have. H. S, ERBE, Marlton Pike and Hoffman 
Ave., South Merchantville, N. J. 





4 
YOUNG MAN with car would like to represent reputable manufacturer 
in Metropolitan New York on straight commission basis. Address Box 

J-445, care of Harpware Ace, New York City. 





BUSINESS OPPORTUNITIES 


Set Solid, Minimum of Five Limes........csccccsccccseceess 
1-Inch Box Display. . ceccccses 
Four Consecutive Insertions, 10 Per Cent Discount 


eee eee eseree eee eee een eeee 
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WANTED 


Additional Products to Manufacture 
and Sell 


New York State Manufacturer of wood and metal prod- 
ucts with complete manufacturing facilities and national 
sales organization wants additional products to manu- 
facture. s 

Low priced items preferred that can be marketed through 
chain stores, hardware and department stores. 

Would purchase outright, or work on royalty. Address 
Box No. J-459, c/o Hardware Age, New York City. 
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INCREASE 


your 
oven sales 


Nesco features mean the 
greater value that wins more 
customers. Full tin lined — 
double walls, asbestos insu- 
lated — heat indicator — air 
circulation—heat deflector — 
two locks. Specify *‘Nesco” 
to your jobber. 


Nationa ENAMELING AND 
Stampinc Company, Inc. 


13 12th St., Milwaukee, Wis. 


The Nationally 
Advertised Trade Mark 
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INDEX TO ADVERTISERS 


























THB ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 






No allowance will be made for errors or failure to insert. 














A E L Reynolds Wire Co............. = 
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American Chain Co. ... . 2] Edison Lamp Works — | Leipzig Trade Fair, Inc........ — | Rubberset Co. ........-seeeees mae 
American Fork & Hoe Co....... — | Edlund Co. ....... .. — | Lionel Corp. .......sseeeeeeees — | Ruby Chemical Co............. 68 
American Gas Machine Co...... sok A WRSEE AE GOS. Cais 6's cave es 0% — | Lufkin Rule Co............+++- — | Russell, Burdsall & Ward Bolt & 
Ce Ee ES Sees 53 | Electric Cutlery Co............. -- BE Ge on 6 wein sig eres.c.c'ee ones -- 
American Saw & Mfg. Co...... — | Empire Level Mfg. Co.......... — Russell & Erwin Mfg. Co....... — 
American Screw Co............ 55 | Enterprise Iron and Wire Fence Russia Cement Co............- — 
American Sheet & Tin Plate Co. — ES RE ER ree ae one — M 
American Stainless Steel Co.. — Estwing Se. Gnkevenaee cows — 
American Steel & Wire Co..... — | Eversharp Shear Co......-...+. —-| McCord Mfg. Co.....--ceseeees _ 
American Window Glass Co.... 4 | Everedy Co. ............eeee0e — | Marshalltown Trowel Co........ oe s 
Ames-Baldwin-Wyoming Shovel Marvel Rack Mfg. Co.......... — 

MK Peer esla yo eagle's k's-20¢ — Master Et C6is 05:5 <o08 cess ks 60 | Sabin Machine Co.............. a 
Ames Shovel & Tool Co....... — F Maydole Tool Corp., David..... — | Sacks, Inc., Louis............- — 
Anti-Borax Compound Co....... — Meisselbach Mfg. Co., A. F.... — | Samson Cordage Works........ — 
eS *eE: Sa a ee te ea Cc Metal Sponge Sales Corp....... — | Sandvik Saw & Tool Corp...... — 
Armstrong Bros. Tool Co....... 61 } Faultless Cast Ree aaa SF 7, | Miller Keyless Lock Co., The a > ae eee — 
Arrow-Hart & Hageman Electric Fed \ xg E cao ag "Seeuss .++ 69 PO scwcd ecckatgine ne bbs 6 8 See > ener rs 70 
x on Re earrast gee rasss ees: ae “a piscnmetaiss tamping ee Teen Pratt Co. 76 | Schalk Chemical Co............ 12 

tkins BEE Eris 544 wees oss OO Wena Be oe a ke aes ya iller Somes, Inc.............. at SOMBIE ME. CO. cc visccsccescns — 
BO Eo eae a Flexible ‘Steel Lacing Co........ 65 | Milwukee Brush Mfg. Co...... — | Schrade Cutlery Co............. — 
Automatic Washer Corp.......- — | French Bets °G fil ola daar celle — | Milwaukee Stamping Co........ — | Shapleigh Hardware Co.. — 

ROPE Or ss es eicete ae na — Laundry Machine Mfg. — Bronze Powder & Sten- i. 
ere rer ery sey ree — BI, ca bachegouabaeceeese 
B Be Products) Coss sc. .0..5 — |} Sheffield Products Co........... — 
G Montague Rod & Reel Co........ — | Shelby Spring Hinge Co........ os 
Babcock Co., The W. W....... gee Moore Push Pin Co...........- 71 | Sherman Mfg. Co., H. B..... — 
MN SOE. «555 eee oe comes — } General Grinder Corp........... — | Morse Twist Drill & Machine Co. — | Silver Lake Co.........+.-+0-+ — 
OE REE Seer 6.1 General Lock Corp..... 2.000. — | Murphy Sons Co., Robert....... -- {Simmons Hardware Co......... a= 
eC ee eee —. | General Motors Radio Corp.. — | Myers & Brother Co., F. E..... 7 | Simonds Saw & Steel Co....... — 
SES OP a ea eee — | General Wheelbarrow Co. .. _— Skelton Shovel Works of the 
Bernz Co., Inc Otto.......... _ | Gilbert & Bennett Mfg. Co.. 66 American Fork & Hoe Co..... — 
Bethlehem Steel Co............. — | Good Housekeeping ........... — Slaymaker Lock Co.........-.-+ — 
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OW you can see things as they 


really are. Through Pennvernon 
Window Glass, scenes look natural— 


no longer distorted by the wavy, wobbly 





outlines that used to be so common 
because of defects in window glass. 

Pennvernon, because it is kept absolutely flat from 
molten metal to finished sheet, affords a wonderful clear- 
ness of vision unequalled by any other window glass. 
More than that, Pennvernon Window Glass retains its 
original, lustrous finish on both sides—a fact which has led 
to the enthusiastic endorsement of glaziers everywhere. 

And the incredible part of it is that you can get the un- 


usual advantage offered by Pennvernon at no eztra cost! 








Stock Pennvernon and see for yourself the new sales 
possibilities this better window glass offers. It is available 
at the warehouses of the Pittsburgh Plate Glass Company 
and at leading glass jobbers. Write us for large or small 


samples—examine them—and be convinced that here is a 
fast, steady seller. We will be glad to furnish you with 
our new booklet on Pennvernon, too. Pittsburgh Plate 


Glass Company, Grant Building, Pittsburgh, Pa. 
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THESE ITEMS 





Keyed to the Times 


Build Sales with These 
FAST MOVING Vliehek Specials 


The consumer is watching his pennies today more 





than ever before. Try concentrating on these 


popularly priced tools and watch sales grow. 


Vichek’s New Paralloy 
Wrench. A companion to the 
superfine Vichek Parathin 
Wrench. Same size ... same 
shape ... same careful man- 
ufacturing processes and 
rigid inspection. A superfine 
nickel plated, chrome mo- 
lyb-den-um steel wrench at 


an unusually attractive price. 


Vichek’s Star “S” Wrench 
Set. Especially popular on 





the farm and just as useful 
everywhere. Five wrenches 
have ten different openings. 
A good seller ever since intro- 


duced and still going strong. 





GUARANTEED TOOLS 
SEPTEMBER 17, 1931 











Here's another winner! 
Vichek All-Purpose Punch 
and Chisel Set. Largest selling 
punch and chisel set in the 
world. Two punches, three 
chisels, of popular sizes, in a 
handy metal container. Su- 
perior in toughness for all- 
purpose use because forged 
and tempered under Vichek’s 
advanced laboratory control. 


Vichek’s original Fitz-All 
Wrench Set. Largest selling 
wrench set in the world. 6 
drop forged parabolic carbon 
steel wrenches with 12 dif- 
ferent sized openings... in 
permanent metal container. 
A popular, year-round seller. 


Vichek’s Insulgrip Insulated 
Handle Screwdriver Assort- 
ment. A real depression spe- 
cial! Low in price for quick 
sale, Exceptionally well made, 
and now, further improved. 
Handles made of a new, tough, 
insulated product solidly 
moulded to an electrically 
tempered spring steel blade; 
and a remarkable friction 
grip that can’t slip. No rub- 
ber and no metal ferrule. 
One dozen assorted sizes. 











THE VLCHEK TOOL CO., 3006 E. 87th St., Cleveland, O. 


Please send me further information on the Vichek Depression Specials 


checked below; 


0 Paralloy Wrench Name ___ 
0 Star “S” Wrench Set 

( Fitz-All Wrench Set Address 
0 Insulgrip Assortment 

[J All-Purpose Set Jobber 
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GOODELL 


PRATT 
Present... 


AN AMAZING COMBINATION OFFER 


| TWO QUALITY 
HOUSEHOLD TOOLS 


ata 
Special Combination 





RETAIL 


Slightly higher in the West 


| Millers Falls 
' Ratchet Screw 
Driver No. 63 


of Reweneld reper jets 


COMPLETE 
DISPLAY 
UNIT 






sEeT ES 






A Millers Falls 3-way Ratchet Screw Driver and a 
Goodell-Pratt Automatic Push Drill are now offered 
as a single sale unit, handsomely boxed, nationally 
advertised* and ready to bring you quick sales 
and high profits. Write to your jobber at once for 
Goodell - Pratt complete details. 


Automatic Drill 
No. 188 This merchandise will be advertised 


in Popular Science for October. 


MILLERS FALLS COMPANY 


GREENFIELD .... MASSACHUSETTS 
HARDWARE AGE 
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